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The Shoe Industry Wakes Up 


Real “ Kick” Administered by Boston Fair 


England in years dates from the Boston Shoe and 

Leather Fair held this week in the hub of the 
shoe world. The thrill that came to the shoe men 
gathered in New England this week was something that 
will be heard in every city and town in America. 

Some electrical impulse has sent a_ stimulation 
through the industry that will make itself felt in profit 
and prestige, not only for New England but for every 
business connected with shoes and leather. It is one 
of those things that cannot be described. It had no 
artificial stimulation such as is given a marathon racer 
in his last half mile, but rather was a wholesome for- 
ward urge that found its impetus at just this time. 

Perhaps the mental tonic of meeting many men, all 
possessed with the idea that business at its low point 
must move upward and forward, he!ped to encourage 
this marvelous spirit. At any rate, in Boston, July 5, 
6 and 7; something happened to the shoe trade. 

Boston had an entirely new setting for this gather- 

ing of the crafts. Shoe men found in the new Statler 
Hotel a smarter atmosphere, more in keeping with the 
merchandise of the moment. 
Boston had been handicapped 
for years in not having the 
proper place for its annual 
mid-Summer meetings. 


T= greatest forward movement made in New 


Shoemen From Every Market 


But all this has been rem- 
edied by a presentation of 
footwear, leather and acces- 
sories displayed in the grand 
foyer and ballroom of the 
Hotel Statler, with several 
hundred sample rooms 
throughout the house. The 
display in the general ball- 
room was more in the nature 
of a tabloid revue of what 
was on sale upstairs. Every 
other hotel in Boston, and 


Harvesting cash sales in the Autumn 


there are a number of new and magnificent places, 
housed shoe men, retail and manufacturing, from all 
parts of the country. Every market was represented; 
every geographical district of the country was repre- 
sented. It was a wholesome week. 

Business was placed, sane, conservative, confident 
business. Very little gingerbread in styles, and very 
much of the beautiful, simple, artistic footwear. 


HE situation was complicated slightly by increased 

prices ranging from ten cents to fifty cents, but to- 
day the price problem isn’t the outstanding one. The 
interest of the trade is in shoes that have a lively smart- 
ness to them. The best part of a national market just 
before a Fall season is that more minds are in agree- 
ment on certain fundamental types of shoes. 

These basic shoes have almost an assured salability. 
No merchant ventures into wild footwear to open a 
Fall season. The season must grow upon him. For 
that reason the shoes selected were not what might be 
termed “worry shoes.” 

Fashion has surely decreed beauty of line in wo- 
men’s shoes, as well as com- 
binations of conservative 
monotones. In passing from 
one display to another it was 
noted that bizarre effects 
have completely passed, and 
once again we have beautiful 
and practical footwear. 


Simplicity in Women’s Shoes 


Black is still in the fore- 
ground, with patent and 
suéde, lizard, calf and kid all 
striving for popularity. The 
sweeping note of the brown 
family in Autumn colorings 
in suéde, calf and lizard are 
all high-lighted. 

The practical shoe seems to 
be either of the oxford type 
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or broad one-strap, the oxford type taking many dif- 
ferent heights from three eyelets to eight, as. fancy 
decrees. 

The one-strap walking shoe is seen in alligator of the 
black, green or tan colorings, also black patent and 
golden brown tones. 

Afternoon shoes are of suéde in brown and black, re- 
lieved with lizard bindings and appliqués. The com- 
binations of suéde and black calf or kid are particularly 
attractive in the dress shoes. Lizard trimmings, strap- 
pings or complete lizard effects are shown in the smarter 
numbers, while monotones are highlighted with glazed 
leathers of the dressy note, trimmed with buckles. 

The fancy leathers are more or less left for trim- 
mings or strappings. Many popular lines are achieved 
with smart tailored leather bows or buckle trimmed 
with a highlight leather, or side buckles of the cloi- 
sonné effects. 

Pumps in lightweight welts of the Casino type are 
so attractively proportioned that their popularity is 
assured. The two-pronged front buckle, or the one- 
pronged buckle with side slips are still a very strong 
feature. 

In summing. up the displays, there are shoes to fit the 
occasion, which is the strong note of the Boston style 
show, Never have shoes been so properly and artistical- 
ly patterned by the New England group. These manu- 
facturers have done some very serious thinking in styl- 
ing footwear for Fall. Fabrics and fashions of 1928 
have been thoroughly considered, while planning the 
shoes for this season’s mode. 


New Styles for Men 


No less interesting than the women’s styles were 
the men’s, displayed in somewhat abbreviated form in 
the main display room and at much greater length in 
the sample rooms on the floors above. 


























Summarized, there was noted a decided increase in 
the number of blucher patterns; a swing toward the 
rocker bottom English brogue in medium grade lines, 
almost every manufacturer showing from two to four 
numbers; a persistence of the custom type shoe in 
the higher grades; and the equal persistence of the 
wide toed shoe in the lower grades. Wing tips were 
plentiful. 

In colors, black predominated. Averaging the ex- 
hibits as a whole and without reference to grades, it 
is safe to say that there were three blacks to two tans 
in almost all lines except those now in stock for imme- 
diate shipment. 

Tans for Fall will undoubtedly be darker. Some of 
them even go so far as a chocolate color. But the con- 
sensus of opinion was that this is too dark a color and 
probably will not prevail in volume. What is generally 
known as a medium dark tan, or a medium brown, will 
likely be the best bet. 

Combinations of black and tan were seen on semi- 
sport types of shoes. Combinations of smooth and 
grained leathers of the same color also were in evidence. 


Dancing Shoes—A Revue 


Something new in the way of diversion was tried 
in Boston. The show committees had an idea that 
runways had about served their usefulness, because 
they did not accurately depict the fashions of the mo- 
ment. Shoes of a gingerbread character fought for 
attention with standard, comfort shoes, and there was 
hardly any way of grouping shoes for the merchant to 
get in a glance a style picture for fall. 

So the New England Shoe and Leather Exposition 
asked John Murray Anderson, a prominent promoter 
of shows on the New York stage, to devise solely for 
Boston a new sort of a revue. The idea was to catch 
the picture of style, lightsome, youthful, graceful wom- 
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Merchants who failed to 
attend the merchandising 
conference missed at least 
three addresses which will 
go down in history as ex- 
ceptional pieces of construc- 
tive criticism 
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anhood, so that the mood of fashion might be entered 
into by the visiting buyers. 

As a result, the show was set in fourteen scenes, 
the opening number showing the most beautiful under- 
pinnings in America in a very clever setting. Two 
modern art novelty frames appeared as a background 
for the dancing shoe number, sung by Nina Deane. 

In these frames legs appeared, four to a frame, in- 
dicating fashion’s function in serving both footwear 
and hosiery. It was a very clever introduction to a 
very pleasing show that carried out the idea of danc- 
ing shoes, Chinese shoes, soft shoes, slippers, misfit 
shoes, cowhide boots, waltz shoes, Indian mocassins, 
all interspersed with very smart and snappy lines by 
Fred Allen. 

The cast was imported from New York and played 
to full houses afternoon and evening during the show. 


Merchandising Hints 


One of the outstanding features of the fair was the 
merchandising conference held Wednesday morning 
under the auspices of the Massachusetts Retail Shoe 
Merchants’ Association. An excellent line-up of speak- 
ers had been worked up by the committee appointed 
by D. F. Sullivan of Fall River, Mass., president of 
the association. The attendance was inadequate, but 
those who did attend heard at least three addresses 
which will go down in history. 

Definite merchandising platforms were presented by 
those men in such a way that he who runs may read. 
A. W. Donovan, president of the New England Shoe 
and Leather Association; Willard E. Freeland, a mem- 
ber of the faculty of the Massachusetts Institute of 
Technology, and Henry W. Cook, president of the Na- 
tional Boot and Shoe Manufacturers’ Association, all 
spoke at length on the advisability of a merchant 
actually knowing the facts about his business, his com- 





munity and his place in the activities of his town. 

Mr. Donovan suggested that every merchant check 
the number and character of his walk-outs with the 
idea of finding out the reasons for lost trade; that 
every department of store service also be checked and a 
record made of sales lost by reason of inability to fit, 
to give wanted color or wanted pattern. 

He urged that every merchant take steps to learn 
just what the public thinks of his store and why. He 
suggested that many losses may rightly be attribu- 
table to inattention on the part of the retail salespeople; 
to the fact that salespeople may be too busy during 
peak hours or on peak days; to the aloofness of the 
store manager or proprietor—to his unwillingness per- 
sonally to serve important customers; to the coldness 
of the store (referring here to its appearance); to 
misfitting; to overzealousness on the part of the sales 
force in trying to force sales; to the resentment on the 
part of the public caused by the appearance of the 
store; to an inadequate knowledge of merchandise, 
particularly to be guarded against when untrained 
salesmen are put on the floor in rush hours and on 
rush days. 


Try This Business Analysis 


“Make the foregoing analysis,” declared Mr. Dono- 
van, “and if you are satisfied that everything is as it 
should be, then you will be successful.” 

Mr. Donovan also urged that advertising be shifted 
from the general to the specific. It is not enough, he 
said, to have it well written and well illustrated with a 
beautiful border. The words you use and the message 
you convey must carry throughout the story of the 
merchandise which you, yourself, have to sell. He 
dwelt also on the importance of window trimming, the 
importance of color in the window, the wonderful back- 
ground possibilities, etc. 
























He mentioned the advisability of merchandising all 
accessories as a department proposition, instead of hit 
or miss throughout the store—as odds and ends; and 
urged that combination offers of accessories be pushed 
to make profitable the ordinarily unprofitable hours 
of the business day and also to move slow-moving 
merchandise. 

Mr. Freeland’s talk followed along much the same 
lines, stressing the necessity of basing act on fact and 
not on guess; and emphasizing also the high impor- 
tance of keeping records of past performance. 

“For instance,” said Mr. Freeland, “how many 
merchants know how far into a store the average cus- 
tomer walks. It has been determined that the aver- 
age man or woman walks fifteen feet into the store and 
then automatically turns to the right. At that point, 
therefore, is the place for your most important display.” 

Continuing on the subject of display, Mr. Freeland 
referred to the dislike which many merchants have 
of aisle tables for displaying bargains. Why not, he 
argued, have bargain tables in the rear of the store 
for the display and sale of obsolete styles, where the 
bargain hunters could go and browse around and sell 
themselves, incidentally seeing all the other displays 
as they made their way to the rear. The average 
store, he contends, pays entirely too little attention to 
display, certainly to interior display. Shelves, he said, 
are merely storage space, and “you never yet have seen 
anything sold from storage.” 


Selling Accessories Profitably 


Sell accessories, certainly, he said, not only because 
of the profit involved in their sale, but for the more 
important reason that the lapse of time between shoe 
sales to any one individual is so long that your store 
loses out in the customer’s memory. But if he or she 
comes in more frequently to buy accessories, then the 
store remains fresh in their mind and they repeat when 
buying shoes. 

Among the more important of the records which he 
urged were those from which buying budgets can be 
established, and reasons for lost trade analyzed and 
remedial steps taken. “Keep want slips on sales you 
lose,” he said, “and customer slips on what you sell. 
It’s the absence of proper records which causes the 
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The actors didn’t actually 
come out in bathing suits in 
the “Dancing Shoe Revue.” 
This is just the way the 
artist conceived it ought to 
look. It was good and a 
welcome relief from the 
cut and dried runway shows 
of past years 





high rate of mortality that prevails in the retail shoe 
industry.” 

“No matter how small your store organization, ap- 
point a sales manager whose job it will be to keep in 
touch with new merchandising ideas as they crop up. 
These sales managers should read the trade papers in 
their own field and trade papers in other fields as well, 
as lots of things are better done in other trades than 
they are in the shoe business. Discuss your merchan- 
dise, your sales plans and your store records frequently 
with your force of employees. Make them feel that 
they are partners.” 

The conference was opened with an address of wel- 
come by Mayor Malcolm E. Nichols of Boston. Short 
addresses were made by a number of prominent mer- 
chants, among them W. E. Shine, of Birmingham, 
Ala., president of the Southeastern Shoe Retailers’ 
Association, and Sydney Stokes, of New Haven, Conn., 
president of the Connecticut association and president 
also of the Walk-Over dealers’ association. 

Mr. Cook, in his address, said in part: 

“In the working out of our sales problems, it seems 
to me that we manufacturers are very much in the 
hands of our dealers, and speaking frankly, I am fear- 





The best dressed golfer as he looked at the 
Commonwealth Country Club on Thursday 
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And the women had lots of fun sightseeing and 
dining 


ful that many of them are not on to their jobs, are not 
living up to their opportunities, and are not master- 
ing their own end of the game in the spirit of the 
times and along lines already proved to be necessary 
for success. 

“If so, then in my opinion, and briefly, such a dealer 
should shape his course as follows: 

“(1) He should study first the possibilities of the 
city or town in which he is located and the clientele 
he wishes to serve. This will almost automatically 
determine for him the character of the store he wants 
to operate and the grade or grades of merchandise 
he is to carry. 

“(2) Specialize on a few grades and lines—do not 
try to cover the whole field. He should intensify his 
efforts where they will be most productive. Our trav- 
eling men report that some dealers, and especially 
those in small towns, still feel that they must buy 
several lines all in the same grade, for fear that they 
are not going to be covered with the necessary style 
range. Today ridiculous on the face of it and such 
a merchant almost hopeless. 

“(3) The next and almost more important step is 
to choose his manufacturer in each grade and make 
the closest tie-up possible. Select a manufacturer with 
adequate stock department. His styles are safe, and 
the dealer’s possible turnover is much greater on stock 
styles than on shoes made up to satisfy his own indi- 
vidual taste. 


There were a lot more instruments than this in the 
Stetson Shoe Band 
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(4) In every instance, wherever possible, he should 
secure shoes with a well-known trade name, and I say 
this with no apologies because of the fact that we 
make branded shoes ourselves and have built a de- 
mand for them through the expenditure of millions of 
dollars in advertising. 

“Trade names may make the difference between suc- 
cess and failure for the dealer. 

“Because of the manufacturer’s success and his 
standing in his line, he, of necessity, must have a 
publicity department which, if given opportunity, can 
be of inestimable value to the dealer. 

“(5) The old problem of mark-up and margin of 
profit to the retailer seems to be causing more and 
more discussion, and if given intelligent consideration 
and a correct decision made cannot but lead to bet- 
ter results for the individual dealer. There is not a 


For weeks before the fair, all salesmen practiced 
grins like this 


single argument that I can think of against any dealer 
taking sufficient mark-up to entitle him to make a fair 
profit on his business. When a dealer continues to 
lose money or at least not to make any, over a period 
of time, he becomes a liability to the whole industry. 

“We should remember, however, that mark-up does 
not always mean a net profit. One man may lose 
money on a 50 per cent mark-up and the next fellow 
show a nice profit on a 40 per cent mark-up. 

“Again, I believe, too, that many dealers are operat- 
ing on too small a mark-up, and depending upon that 
quite elusive ‘large volume of business.’ It is the old 
choice between a smaller mark-up on a large volume, 
or a larger mark-up on a smaller volume. 

“I believe in large volume, but I am wondering if 
that large volume is possible for the average retailer 
who today is operating his own individual store. Is it 
not wiser for him to be sure of a fair profit on the 
volume of business that he can actually secure? 

“You will doubtless feel that I am prejudiced, at 
the same time you are expecting my frank impres- 
sions, otherwise you would not have asked me to talk 
to you. 

“As you go up the scale in quality and price the 
dealer can play the game with an increasing margin 
of safety. The better the grade of merchandise he 
sells, with a corresponding higher retail price, the 
larger is his gross profit on each individual sale. In 
other words, his gross profit at 40 per cent on one pair 
of $15 shoes is almost three times the gross profit at 
30 per cent on one pair of $7.50 shoes.” 
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Picking Styles Right 


HE buyer’s reputation is made not by what he 

picks for styles, but by his store organization 
and its ability to clean up and make the most of 
what he does pick. Many a buyer has been termed 
a “wow” when the truth of the matter is that no 
matter how many mistakes he makes his alert sell- 
ing staff gets rid of the shoes. 

There has been a lot of atmosphere put around 
prominent shoe buyers. L. S. Abbott of Peoria, 
Ill., in his address before the Illinois convention, 
contended that there was no such a thing as a 100 
per cent style picker. He is right. 

There is no such thing as a buyer who can al- 
ways pick styles that will ring the cash register at 
the top mark-up. The very nature of the shoe busi- 
ness, with its sizes and widths, makes that impos- 
sible. Mr. Abbott says that “if the best sellers 
from ten stores were offered in any one of these 
establishments several of these styles would fail 
to sell well.” He again is right. 

Far too many styles are purchased on the say-so 
of some other buyer who has considered them 
favorably. Because certain big store operators 
like a style is no reason why it should be a univer- 
sal seller. That merchant who looks at his own 
community with a clear eye and marks the order 
sheet with the right sizes and widths, is in the long 
run making the best selection for his community. 
Much of the errors in shoe selection of the past 
season were caused by “bellwether” tips. 

In the heat of the fall buying in the next few 








weeks, think first of your community, second of its 
normal wants, and third of the profit that can be 
made on each number purchased. Then the coun- 
sel of other men to balance your own judgment 
makes possible an intelligent buying of fall shoes. 
We don’t like to take the wind out of the sails of 
some of the nationally known buyers who speak 
with the voice of authority, but too many shoes of 
late have been purchased because of outside evi- 
dence of their trade popularity, instead of inside 
conviction of their local salability. Balance opin- 
ions for your own store’s safety. 


- A Responsive Trade 


HERE is something wonderful about the way 

the shoe trade responds to any great national 
call. It is one of the industries of this country 
that quietly accomplishes much but says little. 

Countless examples of individual, as well as col- 
lective, philanthropy have been made within and 
without the trade and in every case without the 
blare of trumpets. But we cannot pass up the little 
tribute that has been paid the shoe trade for its 
response in supplying shoes for the needy in the 
flood areas of the Mississippi Valley. 

Herbert Hoover, upon personal inspection of the 
field, writes to the trade at large and specifically 
to the National Boot and Shoe Manufacturers’ As- 
sociation : 

“I had already heard of the fine results of 
your campaign and in expressing my appre- 
ciation of your action I am only reflecting the 
gratitude of the many hundreds of deserving 
people who have benefited from it.” 

That’s the way to do it—in a practical way, with 
practical shoes, speedily sent to fill the wants of a 
people when the need is greatest. 


Good Roads—Better Shoes 


HE progress of civilization is best pictured in 

the types of shoes worn by the people of Amer- 
ica. What an influence upon types of shoes has 
been made by improved transportation. 

Men of the trade who believe that we will go 
back to heavy boots and standard types of heavy 
utility footwear for every day use are sadly mis- 
taken. 

There are some stocks of shoes held on shelves, 
hoping against the day that there will be a return 
of interest in them. That day will never come, and 
the best thing to do is to get rid of them, because 
they burden stock, eat up interest as well as fill up 
valuable space. 

More than a billion and a half dollars were spent 
in the United States for road building and main- 
tenance during the fiscal year ended in June, 1925. 
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The road bill today amounts to more than one-sixth 
of the entire public budget. More than a million 
miles of highway have been built in the last twenty 
years. Auto traffic is all-the-year-around in every 
part of the country. 

These factors have improved transportation and 
influenced footwear tremendously, and it is well to 
keep them in mind when you are buying fall and 
winter footwear. Modern differences between sea- 
sons and shoes for calendar changes is not so much 
in weights as it is in colors and tannages of leath- 
er. Even designs and patterns show no seasonal 
change because of the sheltered existence of most 
people. Buy your shoes with these facts in mind. 


Fashions First-Then Shoes 


Ao of compliments have been express- 
ing the thought that information on feminine 
fashions in all apparel, as presented in our style 
sections and features, are invariably practical and 
applicable to the popular merchandising of foot- 
’ wear. 

There is a sound reason back of all this: in the 
fact that we get it from first sources through the 
Dry Goods Economist reliable news on fashions. 
There is another reason, also. Manufacturers of 
dresses and apparel for women, children and men, 
invest millions of dol- 
lars in backing their 
judgments in colors, in 
textiles and in major 
popular fashion trends. 
We have no sympathy, 
nor place for informa- 
tion that comes from 
the few custom dressed 
fanatics on fashion. 

What “the ten best 
dressed women of the 
world wear” once was 
of fashion moment, be- 
cause their leadership 
was not disputed. To- 
day fashions follow one 
another so quickly and 
are produced by and for 
the masses instead of 
the classes that the ap- 
parel and shoe trades 
want to know today 
what is the collective 
fashion rather than the 
exclusive. 

We, therefore, feel 
our fashion forecasts 
are doubly effective 
through the _ reliable 
sources of practical in- 
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past eight years. 
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right” in each store. 
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The ‘Reason Why 


JONES BROTHERS 
Jonesboro—Pines Bluff—Oklahoma City 
We wouldn’t think of doing without the Boor aNnp *“ * * 


SHOE RECORDER as there is so much helpful infor- 
mation in it every week. 


We have been a subscriber to the RECORDER for the 


Very truly yours, 
JONES BROS. SHOE STORES 


It’s no easy matter nowadays to buy for one store. 
There must be added problems in buying for 


Jones Brothers are good buyers and success mer- 


The Recorver is a helpful influence to them in 
selecting the right kind of merchandise for dif- 
ferent localities and in “getting more shoes sold 
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formation at our command. No retail shoe mer- 
chant today thinks of shoes alone. He wants to 
know the relation of color and types of garments 
with footwear. A tailored vogue will bring in 
smart simplicity, while a fluffy, silk, colorful mood 
of fashion will permit of more liberty in footwear 
selection. 

From time to time this additional fashion ser- 
vice will be rendered the shoe industry so that the 
shoe merchant can know in advance what will be 
salable in his local dress shops so that he can have 
shoes to fit into that new movement of style. 


Speed Makes Profit 


HE automobile certainly has decreased walk- 

ing. The short skirt and woman’s new freedom 
has put the finish on everything from hairpins to 
petticoats. Businesses from that of the ice man to 
the piano maker have been hit. 

Fashion has been a tyrant—it makes and breaks 
businesses. 

Business is today the profession. It offers high 
adventure, the test of wits, brains, quick thinking 
and especially the glory of personal achievement. 
There is more romance and accomplishment pos- 
sible in business today than ever before. 

The regular function of selling an article 
that is primarily for 
utility, and secondarily 
for the joy of personal 
possession, is going to 
take more brains and 
more rapid judgment 
to make a profit pos- 
sible. 


im 








Recently, in an oil 
town, a young man 
came into a shoe store 
and asked for a certain 
kind of a laced boot. 
The storekeeper told 
him he did not carry 
anything of that kind. 
The young man said, 
“It seems strange that 
none of the other stores 
carry them. You would 
think that merchants in 
a town like this would 
surely keep such boots 
in stock. I know of a 
score of men who want 
them right now.” An- 
other case of failure to 
watch local conditions 
and prepare for the de- 
> mand. 


(Signed) A. P. JONES. 


President 
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Freedom of the Toe for Men 


The Balloon Effect Resists All Efforts to 
Displace It in Young Men’s Styles 


men’s footwear that is respon- 

sible for the continued approval 
and acceptance of balloon and full 
toed shoes? We think there is. No 
better authority than George Geu- 
ting of Philadelphia, says: 

“In fitting men’s shoes we are 
making a practice of increasing the 
width to the comfort of the custom- 
er. A man who has been fitted else- 
where in B’s is almost automatical- 
ly fitted by us in C’s. He appre- 
ciates the added width, particular- 
ly in the summer season.” 

Not so many seasons ago the pre- 
liminary announcements of new 
lines read to the effect that six new 
lasts were to be found in the new 
line, all world-beaters, etc., etc. 
Every season found a change of 
lasts. But what is the reaction to- 
day on the part of the customer, as 
well as the merchant? If the last 
has good fitting values in it, let it 
hold constantly, because it is an as- 
set, not only in the first sale, but 
also in the repeat. 

Immediately after the war the 
feeling among shoe manufacturers 
who specialized in the making of 
wide toe lasts was that they would 
be sitting pretty, because the mil- 
lions of young men who had been 
wearing wide toed army shoes 
would demand a greater amount of 
foot comfort than heretofore. 

The immediate reaction was en- 
tirely different as the returned sol- 
dier’s one big idea was to get far 
away from anything that pertained 
to the army—including beans and 
boots. 

It was only a couple of years ago 


L there a comfort movement in 


that war stories, war movies and 
wartime-shaped shoes were toler- 
ated. Wide toed shoes for men 
found their present definite place 
in the scheme of things with the 
adoption of the wide bottom trous- 
ers. 

Believe it or not, this much is 
sure. Men who pay $10 and down 
for shoes are showing a decided 
preference for the wide and even 
wider toes. This is especially true 
of the college men and those who 
follow the college trend. 

Fall orders placed by merchants 
from the Central States, the South, 
the Southwest, the Coast and in a 
Jesser degree from the East, all de- 
clare in no uncertain tones their 
belief in the salability of the full 
toes. A composite order of sev- 
eral stores widely separated cater- 
ing to the college trade shows these 
percentages: 

Square toes, 42 per cent. 

Brogue and broad toes, 38 per 
cent. 


Two novelties in shoes for men. At 
the left is a new French style, the 
ventilated forepart and quarter. At 
the right is an English experiment in 
golf footwear. The strap runs around 
the collar and the laces are passed 
through the ends before being tied 


Conservative and custom toes, 20 
per cent. 

Total, 100 per cent. 

The broad toe that is demanded 
by the college man is bound to 
make itself manifest in the selec- 
tion of lasts for fall for all males. 
Merchants, according to many late 
wires received from RECORDER 
scouts, are re-checking their ad- 
vance orders so as to be positive 
that enough of these sure sellers 
will be on their shelves for an early 
showing. 

An excellent warning on types of 
merchandise comes from H. Bon- 
field of Bunker’s Shoe Store, Gales- 
burg, Ill., who says: 

“Let the small town merchant of 
the Middle West watch the trend 
of the lasts in men’s shoes for fall. 
Do not try to copy the Easterners 
too much on the matter of pointed 
toes. The broader toe, as demanded 
by the college man of the Middle 
West, is bound to make itself mani- 
fest in the selection of lasts for 
fall. 

“They may be able to make the 
college man realize this through ad- 
vertising, but he naturally wants 
the broad toe. Let the manufactur- 
er make conservative lasts, but keep 
them broad enough to satisfy the 
college man who has been working 
all summer, and who will again de- 
mand a last wide enough to be not 
only comfortable but good looking. 
Good looks can be obtained by buy- 
ing conservative patterns.” 
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The Surprise Shoe of the Season 


Woven Sandal Types Jump from Fad Class 


to Summer Staples 











Woven vamps in leather have slowly 
developed until: this season they swept 
through every State in the Union. Now 
Paris is following up with woven straw 
foreparts, oftentimes making leather and 
straw strands in the same woven fabric. 
Are we coming inio areal August selling 
period of open and ventilated novelty 
















HAT the thinnest of knee 
W ecce: dresses, sans petti- 
coat, is to the women’s ap- 


parel wardrobe, the summer sandal 
is to her shoe wardrobe, perhaps 
even more. A couple of years ago 
the Deauville sandal was sprung on 
a feminine public, ever eager to pick 
up something new. The little woven 
slipper, with a thin sole and narrow 
straps of a leather for an upper, 
little more than a sketch of a shoe, 
made a hit because of its newness. 
The woven and braided idea was de- 
veloped further and made its bow 
in many different forms, but it still 
was regarded as more or less of a 
fad which would die out in a season 
or two. 

But, it didn’t die out. Woven 
sandals of leather, of straw, even of 
silk or linen ribbon, have sold in 
greater volume this year than ever 
before. The woven sandal has been 
the surprise shoe of the year. Re- 
tail dealers even at this late date are 
still scrambling for more of them, 
and those who have them are selling 
them like hot cakes. 

One of the biggest operators in 
New York, who plunged heavily on 
them two years ago, who made a 
special trip abroad last year to in- 
sure himself of an adequate supply, 
and who this year, in a spirit of 
recklessness imported about twice as 
many as he did last year, is short of 
them right now. Next year he will 
have what he thinks is enough, and 


shoes? 


probably will be short of them then, 
in his own opinion. 

Why is the woven sandal such a 
big summer seller? For the same 
reason that low necked dresses, knee 
length skirts, chiffon hose and horse- 
hair hats are popular. Women just 
don’t want to wear garments with 
any weight to them. The costume 
complete in two pounds is the limit. 
Every other article of women’s ap- 
parel has been skimmed down to the 
bone, and in corsets or corselettes 
they have even removed the boning 
in the effort toward more lightness. 
The lightest and thinnest possible 
is the mark at which the apparel 
makers shoot in their effort to sat- 
isfy a feminine public that seems to 
have gone crazy over’ sheerness. 
Hence 47 and finer gage stockings 
and hence woven sandals. 


HE woven sandal or slipper is a 

comfortable bit of footwear, 
ideal for mid-summer wear in that it 
is both light and airy. The search 
for fresh air and sunshine has be- 
come more than a health fad. It is 
actually stylish. A sunburned skin 
is one of the first requisites to ad- 
mittance into the inner circles of 
the Smart Set. This year there has 
been a tremendous call for rouge in 
sunburn color, for dark face powder 
and even for liquids that will give 
an artificial tan to the face and 
limbs. Let the sun shine through 
and the wild breezes blow and feel 
fashionable. That is the spirit of 
the times. Starting with the 







wealthy p‘easure seekers at the Lido 
at Venice, the fad has swept over 
the entire fashionable world. Light 
and airy clothing and light and airy 
footwear, and what can be lighter 
and airier than the woven sandal? 

You may depend upon it that as 
long as the search for sheerness con- 
tinues in garments, footwear of the 
woven type will be popular. 


HE woven shoes are not confined 

to any one price range. The 
original Deauville sandal, with the 
molded sole and made principally in 
Czecho-Slovakia, has dropped in 
price considerably since its intro- 
duction, and it has been still further 
cheapened in manufacture, until 
now it is being profitably retailed 
at around $4 and $5 a pair. 

Many of the department stores 
and specialty shops in the larger 
cities have made their own importa- 
tions of these shoes and have put on 
spectacular sales of them. R. H. 
Macy & Co., for instance, has been 
running a special on these imported 
woven slippers for more than a 
month, setting aside a special sec- 
tion far removed from the regular 
shoe department, where nothing but 
shoes of this type are sold. The 
samples are displayed on large bulle- 
tin boards and marked with style 
numbers. The customers _ select 
their styles and tell the salesman the 
number and the size they wear. 
Quick service, in keeping with the 
low price, is thus obtained, at little 
expense to the store. 
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Breaking Into the News 


York, Pa., Shoe Retailers Find It Easy to 
Land on the Front Page 


business on the front page of 

the daily newspaper in your 
home town? Doesn’t that sound 
good? It’s not an idle dream, but 
an actuality. It has been done. 
More, it is being done right down 
in the little city of York, Pa., which 
probably has the livest organization 
of shoe men for any town of its 
size in the country. Getting shoe 
news on the front page of the lead- 
ing daily newspaper in York is only 
one of its activities, but it is one 
of the best things that York Shoe 
Retailers’ Association does. What 
the York boys are doing can be re- 
peated in every other city of the 
country, if the local shoe retailers 
will only go after the idea in the 
proper manner. It’s largely a mat- 
ter of playing the game according 
to pretty well established rules. 

Here’s the way the York retailers 
go about it, in the words of Lee 
Reineberg, who, we suspect, had 
more than a little to do with the 
original idea of grabbing off some 
good newspaper publicity for the 
shoe men in his home town: 

“First of all,” says Lee, “we tell 
the editor of the paper that our 
association is going to hold a very 
interesting meeting, at which some 
real news is likely to develop. And 
I mean we ‘tell’ him. Either I or 
some of the other retailers go to see 
him, we don’t write to him. We 
ask him to assign a reporter to 
‘cover’ the meeting and let us know 
who the reporter is. Then we get 
in touch with the reporter and see 
that he gets a personal invitation 
to attend the meeting and - have 
lunch with us. That is very impor- 
tant—the lunch part. A good meal 
puts the reporter into a mellow and 
receptive mood. We don’t have the 
reporter in the meeting if we are 
discussing things that we do not 
want any publicity on. Ordinarily 
we discuss what we would like to 
have come out in the paper and then 
call the reporter in and have our 
secretary give him the information. 
That’s all there is to it.” 

What kind of publicity gets into 
the papers? On this page we repro- 


Sins news favorable to your 


duce only a few of the news stories 
emanating from the York retailers 
that have been published. Shortly 
after Easter, for instance, the 
stories about colored shoes were 
printed. As a matter of fact, col- 
ors had not been selling up to ex- 
pectations. The York retailers, like 
their brothers all over the country, 
had pretty heavy investments in 
colored kid shoes. The situation 
was thoroughly discussed at the 
meeting. The retailers had faith in 
colored kids and said so in their 
news story, giving them the stamp 
of style authority. But that wasn’t 
all of the story. Simultaneously 
with the appearance of the news 
article in which the retailers were 
quoted as saying that colored kids 
were “the thing” stylewise, every 
shoe retailer in town put on window 
displays of nothing but colored kid 
shoes. Business on colored kids 
picked up remarkably that week and 
many of the stores cleared out their 
stocks in good shape. 


TYLE information goes over good 
in the newspapers. Also when 
any of the York shoe retailers attend 
a convention or do anything unusual 
in a business way, it is mentioned 


Here’s the kind of publicity ber igeelavenue Girls basketball team.” Ses ke 


(and any shoe retatler will 
recognize its value) that the was 
Yor 

into their daily papers 
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in the newspaper. When the retail- 
ers return from conventions or style 
shows, their observations on style 
are made the subject of news 
stories. In this way, style news 
about shoes and news about the re- 
tailers is kept before the public. 

Another clever “stunt,” if it may 
be called that, which received good 
publicity, was the donation of a cup 
by the York shoe retailers to the 
winner of the girls’ grammar school 
basketball league in the city. Not 
only did this get good newspaper 
mention, but it also appeared in the 
local news reel at a York motion 
picture theater. 





SHOE RETAILERS 
ESSAY CONTEST 


Subject “How To Help Con- 
sumer”’—Cash Prizes Wilt 
Be Awarded 





STYLES FOR EASTER 


Colorful footwear for women will 
lominate the Easter season and 
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How a Birmingham Man Gets a Steady 


ERE are six things to think 
H about: 

A—December is usually 
considered the quiettst month of 
the year in a store selling men’s 
shoes exclusively, yet it is the best 
month in the Florsheim Store in 
Birmingham, Ala. 

B—Many a man remarks that he 
was sent to the store by his wife. 
The observing lady, while window 
shopping, was attracted by the 
shoes on display, and saw some she 


knew would appeal to her husband. . 


C—Each year The Junior Cham- 
ber of Commerce offers a prize for 
the best football window and each 
year said prize has been copped by 
this store. 

D—A sum equaling 1% per cent 
of the yearly sales is spent on the 
windows. 

E—tThe store has shown a steady 
monthly increase for several years. 

F—The sales of young men’s 





Increase in Men’s Shoes 


shoes are increasing in greater pro- 
portion than in any other kind. 

These six statements indicate 
that men will buy more shoes pro- 
vided the right stimulus is used. 
This stimulus, according to Man- 
ager William G. West, is a mixture 
of good shoes, good publicity and 
good salesmanship. 

Billy West’s ideas for getting 
more business listen good, especial- 
ly when backed up with figures that 
prove that he is turning the trick. 

“To begin with,” he says, “we 
must realize that this is a day of 
specialization. We are specialists 
on one grade of men’s shoes. We 
are devoting all our thought and 
time to that one particular field. A 
concerted drive is made for the 
young men’s trade because they are 
in the market more frequently for 
new shoes. Both the college man 
and the young business man are the 
targets. 


One of Mr. West’s sport windows 


“There are two colleges in Bir- 
mingham that have many boosters 
for this store as we have been de- 
veloping this trade for some time. 
We use space in both college week- 
ly papers. Our large score board is 
at the Munger Bowl of Birming- 
ham’s Southern College. In each 
of the college book stores is a small 
show case showing four new styles 
of shoes. The large Florsheim ban- 
ners are also displayed here. The 
store gives a pair of shoes each sea- 
son for this privilege. As a further 
inducement, we pay the book store 
25 cents for each customer sent by 
them. 


és6Q\EVERAL times a year we have 
a complete showing of shoes at 

the colleges, of styles that are se- 
lected for their particular wants. As 
our Saturday men are from the col- 
leges, we are in a position to keep 
[CONTINUED ON PAGE 86] 
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Perpetual Stock Taking 


NE man is assigned the job of 

counting shoes all day long, 
every day in the week, in the shoe 
department of M. Rich & Sons, At- 
lanta. The reason for keeping a 
man doing this was explained by 
Oscar R. Thompson. Obviously the 
object is to keep a close watch on 
the stock. It has been found that 
a quicker and more accurate check 
can be had through counting than 
through taking the count from the 
sales slips. This count is kept on 
cards that show the number of 
pairs on hand, pairs sold by the 
week, the present retail price and 
P.M. if any. By studying these 
cards each week, Mr. Thompson is 
able to see how the lines are mov- 
ing, and as his department sells 
92,000 pairs of shoes a year, it is 
necessary for him to keep close su- 


pervision. 
* * * 


Selling Footwear Made 
to Order 


HOSE women who wish to ex- 

press their individuality in 
footwear can gratify this desire by 
having shoes made to their order. 
This specia) service is a feature of 
the shoe department of the W. B. 
Moses store of Washington, D. C. 
An average of 20 pairs of custom 
bench made shoes are ordered each 
week, said Manager R. R. Reichert. 
Fitting hazards are reduced, inas- 
much as 90 per cent of all orders 
are made on one special last. Out 
of 300 pairs made this season, every 
pair was taken but one. A plenti- 
ful supply of new material helps 
the customers in formizg the gen- 
eral idea of what will go best in 
the way of colors, patterns, etc., 


( Other 





A Gentle Reminder 
Which Brings Results 


: | This is the Record of your size and last now 
THANK YOU! | in our files. You may order by phone or mail 








Name 





No Street 





City State 





Date | Salesman | Style 





Remarks 











NEW use for purchase record 
A cards has been developed by 
Morton Peskin of Cumberland, Md. 
He has these record cards, or forms, 
printed on letterheads on which 


sales letters go out. In many cases, 

extra business has been traced di- 

rectly to these letters with their 
reminder. 





then the store works out the details 
from that idea. The customer is 
never told that there is an extra 
charge for this service, as the price 
quoted covers the entire cost. 


* * %* 


Selling Freak Sizes 


GOOD idea from J. Rosenberg, 

who merchandises women’s 
shoes in Washington, D. C., for the 
Hecht Store: 

“We carry shoes from 3 AAA to 
9. When a salesman gets a cus- 
tomer who has an unusual foot, I 
am called into the sale and intro- 
duced to the customer. Not that 
the customer gives a hang about 
me personally, but I want a chance 
to size her up. In my little note 
book goes my impression of her 
from a sales viewpoint, her name, 
address, phone, size and taste in 
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footwear. Then when I am in the 
market buying, out comes my book 
and down go some freak sizes in 
fashion shoes. I should worry if 
the traveling men and other buyers 
try to kid me about my note book. 
Only last week a customer almost 
kissed me when I showed her a 
black lizard at $28.50 in her size, 
which was 8144 AAAA. Imagine her 
being able to get a high style shoe 
out of stock in that size. She or- 
dered a couple more pairs made up 
and gave me acarte blanche order to 
buy her anything I saw that I 
thought that she would like. Women 
who have extreme sized feet will 
walk all over town and then not be 
able to find their size in real smart 
shoes. If some of these fellows 
who tease me about my note book 
knew the sales it is making they 
would try it out themselves.” 


* + 


Sending Receipts Before 
Bills Are Paid 


HEN Lovett Bros. of Win- 

chester, Va., decided to do 
only a cash business, they had sev- 
eral long overdue accounts on their 
books. These customers still lived 
in town but bought their shoes else- 
where because of the bill against 
them. While the chance of collect- 
ing these bills was not hopeless, it 
was pretty near it. A _ receipted 
bill was mailed to everyone, with 
a letter stating that the store was 
now on a cash basis, so decided to 
let bygones be bygones, hence the 
receipted bill. The salve of appre- 
ciating past trade was not spread 
on too thickly, but it was a friendly 
letter, nevertheless. Now the amaz- 
ing part was that the large ma- 
jority of customers sent checks, 
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while many more paid something on 
account. Not one asked for further 
credit. So taken all in all, the re- 
action was all that could be de- 


sired. 
* * * 


Using Current History 
to Sell Shoes 


66Q\PIKE” ARNOLD of Gray’s 

Shoe Store, in Kansas City, 
Mo., never lets slip an opportunity 
to use current history—local, na- 
tional and international—in his 
sales letters. These go out at regu- 
lar intervals to a long list of pros- 
pects and customers. The one re- 
produced here, while somewhat out 
of date now, was sent out while the 
theory of evolution was being 
fought out in Tennessee many 
months ago. It is slangy, interest- 


ing and gives a real reason why 
Spike’s shoes should be worn. It 
doesn’t much matter what the sub- 
ject is. If it is sufficiently inter- 
esting to a large number of people 
in Kansas City, Gray’s Shoe Store 
cashes in on it. 


* %* 


Gunning for the 
Freshman 


REAKING down the resistance 
of the college freshman is the 
first step in making him a life-long 
customer. Sometimes this is best 
accomplished by personal contact 
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How Curosity Helps Shoe Sales 





From— 


7 











719 HAMILTON ST 
ALLENTOWN, PA. 


NOTE—A message contained herein. 
Break seal, see other side 








RECENT newspaper advertis- 

ing stunt has given to the 
Wetherhold & Metzger shoe firm of 
Allentown, Pa., a high record of 
sales. It worked on no other prin- 
cipal but curiosity. You had to 
read it. 

On one page of the newspaper 
was the outline of the back of a 
sealed letter. That was all, except 
the words, “From 719 Hamilton 
Street, Allentown, Pa.,” on the flap, 
and down near the bottom, this 
phrase: “Note—A message con- 
tained herein. Break seal, see 
other side.” 

This space, four columns wide 
and 414 ins deep, was used to con- 
vey no message at all. There was 
no firm name given. The average 
reader could find no connection at 
all with advertising. It puzzled 
her. Naturally it would. 

There was but one clue, and like 
the detective of fiction, she grasped 
it. The clue was “see other side.” 
She turned over to the following 
page, and there, directly on the 
back of the envelope outline on the 
preceding page, she read what was 
apparently contained inside the en- 


* 


or clever window trims or by doz- 
ens of little ways of getting under 
the skin of the newcomer. To 
get their share of the 50,000 college 
and high school men in and around 
Boston, Coes and Stodder have is- 
sued a discount card to the under- 
graduates for several years. These 
cards are sent to the entering class 
of all nearby schools and are 
printed in college colors. They en- 
title the holder to a “12% per cent 


velope. It was a second ad, which 
told, in neat ,outline type, arranged 
in a square within wide white bor- 
ders, the following: 


“THE MESSAGE—” 

“The cleanup shoe sale of wom- 
en’s $5 and $6 Famous Shoes at 
$2.90 at the Wetherhold & Metzger 
store is the message. 

“This is a noteworthy message, 
for the sale presents the best shoe 
bargain opportunity of the season. 
The message proved excitingly in- 
teresting to many women who at- 
tended the sale last week. It will 
be equally as interesting to the 
ladies who attend this week. 

“Remember, they are not only a 
few pair of shoes, but hundreds of 
pairs in all the various leathers, 
styles and combinations. Heels to 
meet all requirements. All that 
can be said truly is that they are 
real shoe bargains. Salesman’s 
samples, discontinued styles, styles 
that must be sold before the open- 
ing of the new season. 

“The Wetherhold & Metzger pol- 
icy demands brand new styles at 
the beginning of each season.” 


i 


discount on any cash purchase 
at our list price during the col- 
lege year.” These discount cards 
help cash sales, for the store fig- 
ures that any young fellow who has 
not enough cash to take advantage 
of a 12% discount, is not a very 
good credit risk. Many of the col- 
lege men attracted to the store by 
the discount cards have remained 
good loyal full price customers for 
years after graduation. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey 


Giving Positive Information 


ILWAUKEE.—Black patent 

leathers continue to hold the 
leadership over other leathers in 
ladies’ footwear sales at the Boston 
Store here, according to J. C. 
Michaels, manager of the shoe de- 
partment, with colored kids second. 
Some whites are moving and con- 
sidering the weather, the business 
on white footwear has been good, 





The “Ainslee Sandal,’ created by 

Pogue of Cincinnati and retailing for 

$12.50. Of white kid with strap and 
trim of reptile grained leather 


Mr. Michaels said. There is a split 
between the rest of the leathers 
and satins are showing very little 
activity. Mr. Michaels is of the 
opinion that satins will not move 
for fall as is predicted in other cen- 
ters, and he said he is not enthused 
a bit over satins as a good seller 
during the fall season. Single 
strap shoes are the best style mov- 
ers at the Boston Store and pumps 
with high heels are selling fair to 
good as are tie effects with box 
heels. Tie effects in high heels are 
a slow moving number. Little in- 
terest is being displayed for 
trimmed shoes, According to Mr. 
Michaels. Blacks continue to hold 
up well in the men’s department, 
but there are more tans moving 
now. The men’s business has 


All-over patent shoes are still sell- 

ing. simple one-strap proves 

popular in the line of Nisley’s in 
Knoxville, Tenn. A $5 seller 


shown a good increase during the 
last several weeks. Mr. Michaels 
believes that the fall will be a black 
season for men’s footwear with only 
a few numbers in dark brown 
shades moving. 

Black patents are the outstand- 
ing movers at the S. J. Brouwer 
Shoe Co., according to S. J. 
Brouwer, while the rest of the vol- 
ume is a mixture of everything else 
with no particular color or kind of 
footwear running second or third 
to patents. The same holds true 
in the style patterns for the trade 
is taking everything. Mr. Brouwer 
does not look for an abnormal vol- 
ume on whites this summer because 
the weather has been too cold to 
date. The men’s business is about 
normal with blacks holding up well 
and some tans being taken. 


USTIN, TEX.—A demand for 
even wider variety in shoes is 
the experience of the proprietors 


Ye aS 
Ly} AK y 
BR 
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Another sandal, this time “The 

Sheba,” selling at the Marott Shoe 

Shop, Indianapolis. In pebble kid 

with harmonizing trim, selling at 
$7.85 


of the French Boot Shop for this 
season, more so than any previous 
season. Their customers are re- 
questing practically every known 
possibility. Example: A black pat- 
ent with pink button. Black pat- 
ents are the best sellers with this 
firm, while all other colors and 
all patterns are showing a fair de- 
mand. Sales for the first six 
months for the French Boot Shop 
show a favorable increase over the 
same period of time during last 
year. 

The Dillingham Shoe Store has 
lately introduced a new shoe that 
is a leader with them. This shoe 
is of imported white kid carrying a 
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flowered design and with a flowered 
covered block heel 14/8. At the 
front of this step-in is a whirl or 
rosette of flowers in colors. An- 
other white kid shoe that is a good 
number with this firm is a perfo- 
rated sandal effect with a 22/8 hee! 
and of a T-strap type. Black pat- 
ents are holding first place with 
this store with whites running sec- 
ond and water lily third place. 

Men’s shoe sales have been good 
with Dillingham. The Frat is their 
biggest seller, which is a bit modi- 
fied from the usual wide toe shoe 
that has been selling over this ter- 
ritory. .The Clipper is a second 
leader with men, which also comes 
in a last a bit modified from the 
wider types. This shoe is plain ex- 
cept for a bit of stitching. At the 
present tans are 80 per cent of the 
sales in men’s shoes, while Willing- 
ham is expecting the early fal! 
trade to run 50-50 with black and 
tans a bit darker toward red, but 
not actually dark. 


T. LOUIS.—White shoes are re- 

ported as selling with more en- 
thusiasm than at any time this sea- 
son. In some stores their prestige 
was so strong that the sales were 
better than patent leather, which 
has lead the style parade over a 
long period. Already there is a 
shortage of desirable white foot- 
wear. This applies more to the 
higher grade types than those of 
popular prices. Cheaper whites 
have not sold as well as expected. 
A large operator questioned this 
week regarding the white situation 
and asked if he would be short of 
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sy. '™ 
ie “nn, 
"s * be 
77) 4 . 
Mae Ms 


The basket weave sandal at $6 in 
Chandler's Boot Shop, New Orleans. 
It comes in red and white, green 
and white, beige and white, red and 
green, and in black and white 
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whites, made the following reply, 
“T hope so.” 

Patent leather has not slackened 
greatly. While some stores, and 
they are in the minority, report 
white better than patent the de- 
mand for the shiny leather con- 
tinues active. The smartest shoe 
stylist in St. Louis said: “If we 
only had hot weather it would be 
an excuse for a great many women 
to take a patent leather shoe off 
their foot. I know they would wel- 
come this opportunity.” This about 
sums up the situation on patent 
leather. The cool unseasonable 
weather has certainly speeded up 
its sales. 


OSTON.—Retail shoe  mer- 

chants report that the month of 
June has been exceptionally good. 
There is a big call for the woven 
sandal: in various color combina- 
tions. Black and white and tan 
and white weaves predominate. 
One big department store is showing 
colored sandals with white hats and 
flowered chiffon gowns and an- 
nouncing “the vogue of white re- 
quires colored shoes.” All white 


shoes are still prominent in the de- 
mand and the popularity of black 
patent leather one straps with me- 


dium heels continues. A high grade, 
exclusive shoe shop reports a big 
demand for women’s sport shoes in 
white buck, with black or tan trims. 
A recent visit to the women’s shoe 
department of this store found one 
of the salesmen at the phone trying 
to get some more of these shoes. 
The salesman remarked that he 
wished his store had bought heavier 
on this type. 

Colored shoes in some stores that 
had a large stock of them are be- 
ing sold at reduced prices; one 
merchant has allowed his salesmen 
a p. m. of $1 a pair to seil them at 
a reduced price. There are many 
sales in 
grades of novelty styles; other 
stores, catering to the more exclu- 


Another good number from Los 

Angeles, the Panama straw shoe 

piped with leather. Red and white, 

blue and white, green and white, 

and brown and white, at $13.50. 
C. H. Baker 


stores selling medium: 


sive trade, have not yet commenced 
their summer sales. 

Among the novelties in smart ac- 
cessories recently displayed in a 
high-class shoe store are women’s 
narrow braided leather belts, with 
a cut-out appliqué of animals, at- 
tached to the side of the belt, in a 
width about three times as great 
as that of the belt itself. These 
belts are shown principally in tan 
shades of leather. 


LEVELAND.—The white sea- 

son is very backward this year, 
according to D. Graffis, manager of 
the Walk-Over shoe store, 1020 
Euclid Avenue. Rainy days and 
cold weather are the big factors in 
retarding sales. However, Mr. 
Graffis reports a good general busi- 
ness with an increase in total sales 
over last year. Patent leathers are 
continuing as the strong sellers, al- 
though certain light colors are se- 





A high-priced number from Bul- 

lock’s line in Los Angeles, various 

shades of kid having been skillfully 

combined to give a wide variety. 

No matter what the color combina- 
tion, the price is $22.50 


curing a fair turnover. Among 
them rose blush and stone are the 
most popular at present. Stone, 
according to Mr. Graffis, should 
hold well throughout the summer 
and fall. 

W. H. Magee, shoe buyer at The 
Wm. Taylor & Son Co. store, also 
reports a backward season on white 
shoes. However, one week of warm 
weather, he says, would make 
whites predominate. This state- 
ment is substantiated by the fact 
that on June 10, an especially warm 
day, as many whites were sold as 
patent leathers. An allotment of 
red; green and blue kids were re- 
cently received and these are ex- 
pected to move well during the hot 
summer days. 


HILADELPHIA.—Summer 

shoes and summer hues in 
shoes are the thing here just now 
and with the vacation season at 
hand business in certain lines is 
showing improvement. The golfers 
and other outdoor men are showing 
interest in sports footwear. Wom- 
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The pure white kid pump is nearly 
always good—every Summer. Here's 
one selling at Pogue’s, Cincinnati, for 
$12.50. Jt is called just what you 
might expect, the “Opera” 


en are being attracted also by 
sports shoes. One retailer reports 
a run on the new sports-wear san- 
dal, made in this country by the 
way, and handled exclusively by 
this shop. It is hand-made of fine 
goatskin, and is in all tan or all 
blue with parchment trimming, and 
covered heel. Pumps continue in 
favor with the range being in sor- 
rel tan kid, black patent leather, 
black kid and black satin. 

Sandals for the younger genera- 
tion are in considerable demand. 
Some of these come in pearl elk 
with flexible leather soles, while 
others are in tan elk, with crépe 
rubber sole. Imported Deauviile 
sandals in tan or brown combina- 
tions are finding some popularity 
here. Whites in sandals, pumps and 
other styles are being featured in 
most of the shops. 


EW YORK—The leading mid- 

town stores report an increased 
call for whites, with white kid 
trimmed with color seeming to be in 
stronger demand than all white at 
present. Patent leathers are still 
going strong and there is a good de- 
mand for colored kids. While most 
stores dropped behind last year in 
May, June generally showed a good 
increase. Sales were started late in 
June and are now in full-swing. 
Whites as yet have not been cut 
deeply in price. The biggest reduc- 
tions have been in colored kids, 
which are moving fast at sale prices. 
Woven sandals, in leather and straw, 
are in brisk demand, with most mer- 
chants short of merchandise. 


And the Hanan retail store, also in 
Los Angeles, finds in this sandal of 
patent one of its best bets at $12.50° 
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Pernicious “pure shoe’’ legisla- 
tion is again appearing to in- 
terfere with merchandising 


Fighting New “Pure Shoe” Legislation 


HE favorite stunt nowadays 

] is to provide a Federal or 
State yardstick for merchan- 

In the State of Illinois there 
recently appeared Senate Bill 241 


providing that all shoes shall be 
labeled as to substitutes of leather 


dising. 


and other materials. This bill has 
met with the emphatic objection of 
merchants and manufacturers at 
any attempt to prescribe expensive 
and unenforceable formulas interfer- 
ing with normal business honesty 
of purpose and practice. 

The professional agitators have 
seized upon the phrases “truth-in- 
fabric” and “pure shoes” to attract 
the public eye as to what their par- 
ticular organization is doing for 
“the public good.” The sentiment 
among business men on these pro- 
posed legislative measures is easily 
discernible from the mass of testi- 
mony adduced before legis'ative 
committees in the past five years. 

Business feels that it is possible 
to reach the evils aimed at without 
resorting to such drastic methods as 
compulsory labeling of shoes. The 
shoe industry had an _ experience 
three years ago when the Capper- 
French bill, known as the “truth-in- 
fabric” measure, was presented to 
the Federal Congress. With it was 
appended the Reece bill for the com- 
pulsory labeling of shoes. The ma- 
jority of thoughtful merchants. and 


in Illinois 


manufacturers are of the opinion 
that these measures are unenforcea- 
ble in common law and would be con- 
trary to public interest. 

The suggestion has been made in 





Illinois Shoe Men Oppose 
**Pure Shoe”’ Tag Bill 


“Whereas Senate Bill 241 
sponsored by Senator Starr and 
providing thet all shoes shall be 
labeled as to substitutes of lea- 
ther and other materials is a 
menace to the welfare and pros- 
perity of the shoe business, both 
wholeszle and retail, and further- 
more, whereas said bill, if passed, 
would establish a precedent which 
might be inimical to the best in- 
terests of all retail and wholesale 
business; be it resolved: 

“Thet the Illinois Shoe Re- 
tailers’ Association in convention 
assembled here on this day, June 
21, go on official record as being 
opposed to Senate Bill 241 pend- 
ing vote in Illinois Legislature, 
and be it further resolved: 

“That each individual member 
be requested to write his senator 
and representative asking them to 
oppose the bill in this legislature 
session.” 





many quarters that retail merchants 
and manufacturers of merchandise 
affected by legislation of this char- 
acter should carry on a campaign of 
education during the summer and 
fall months with the idea of pro- 
viding not only members of the State 
legislature but members of Con- 
gress with a background of facts 
which will have a tendency to bal- 
ance their views on the various in- 
spired proposals of “truth-in-fabric” 
and pure shoe tagging legislation. 


S token of the fact that the shoe 

trade is doing its part in edu- 
cating the public as to the basic 
characteristics of shoes, many mer- 
chants and manufacturers are now 
placing identifying marks illustrat- 
ing the different shoe manufacturing 
processes. Many merchants and man- 
ufacturers are of the opinion that 
theeplacing of these marks on a shoe 
will serve the purpose desired by) 
legislators in giving the public some 
identifying guide to the types of 
shoes they are considering, and wil! 
dispel any doubt as to the method 
of construction. 

Shoe manufacturers have adopted 
identical distinguishing marks 
which, stamped on the sole of the 
shoe, enable both the salesman and 
the purchaser to tell at a. glance by) 
which process the shoe in hand has 
been made. 
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THE NEW 
‘Thomas G. Plant Corporation 







Announcement to ewe 
=> the Retail Trade 











1. In four months we have completely reorganized 


this business from top to bottom. 







2. The strongest business and financial interests 


have been so impressed with the improvements in 






economy, quality, style and service, accomplished in 






this short time, that they are giving the new organiza- 






tion unqualified support. 









3. Our new merchandising plan, developed for 


the purpose of assisting the merchant to make more 






money in women’s shoes, is meeting with the enthusi- 






astic approval of the retail trade. 






4. See our new line at the Boston Show and let us 


explain to you how Queen Quality and Dorothy Dodd 





shoes will increase your volume, improve your turn- 






over and consequently increase your profits. 






THOMAS G, PLANT CORPORATION 


C. J. PRESCOTT, President 
July 1, 1927 F. R. MAXWELL, Vice-President 
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NEW GROVER 
IN STOCK STYLES 


No. 1419—White Fabric, 509 last, Goodyear welt 
sole, 13/8 covered Cuban heel. In Stock Widths 
AA D 


No. 6646-R—Black Kid with cut-out quarter. 
231 Last. Turn sole. 13/8 rubber topped heel. 
In Stock Widths AA-D $4.50 


No. 6789-R—Same style as 6646-R in Black Kid 
with imitation turn edge, Goodyear welt sole. 
In Stock Widths AA-D $4.85 


No. 6912-R—Same style as 6646-R in Stroller 
Tan Calf with perforated vamp and quarter. 
Imitation turn edge, Goodyear welt sole. In 
Stock Widths AA-D $4.85 


No. 6646-R 


J. J. GROVER’S SONS CO. 
STONEHAM, MASS. 


Boston Office: + pol boy mag tae inptes 4 
Hotel Statler ai b Loew’s 
9 47 West 34th St. Bidg. 


Park quare 


Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 


Moderately Priced Restaurant featuring a peerless cuisine 


Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 

















the NCW 
“Selling ,, 


Messages 


Make Window Shoppers 
BUY 


Put the PUNCH of selling 
and the individuality of 
distinction in your windows. 


4 Beautiful gold or silver 
two-tone polychrome _ easels 
$ . With store initials embossed 


8 Handsome _hand-designed 
cards—strikingly | decorated— 
and forcefully worded each 
month. 


Generous supply of price 
tickets to harmonize—every 
other month. 


ONLY ONE MERCHANT in each city can subscribe 


to this beautiful window service. 


ORDER TODAY 


RECORDER SHOW CARD DEPT. 
189 W. Madison St. Chicago, Illinois 
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Archlets Versus Corrective Shoes 


How many customers do you have who have found 
high priced corrective shoes either uncomfortable, 

George S. , ‘ ‘ ‘ 
—_ impractical, or beyond their means, and yet are look- 


Dougherty 
Former Deputy ing for something that will relieve tired, aching feet, 
Commissioner 

and Chief of strengthen the arch muscles and prevent most foot 
Detectives, 


Police De t t °C 
Se ere GE troubles at a moderate price? 








TRADE MARK REG. 


Pat. Pend. 
ARCHLETS fill this need. Sell ARCHLETS 


—make every shoe a corrective shoe. Make two 
profits. 


FULL INFORMATION AND 
SAMPLES ON REQUEST. 


The ANKLARCH CO., 


Incorporated 


120 SOUTH LIMESTONE STREET, LEXINGTON, KENTUCKY 
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- 
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*““Greeley-Made’”’ 


> S 
> oo ° 
PLS 2 og O° 
“Greeley-made” has come to mean - 
Boudoir slippers of standard good quali- 
ty and — 2 style. a in — C oo 
or at-once delivery in ck or color 
DIFFERENTLY BUILT, _ _ 


kid with leather or rubber 
heels. Your jobber should o? 4 

have Greeley’s—if not, 
wire us. 


° 


IN 
STOCK Deliveries At Once 


36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 














Most men’s foot arches need either sup- 


NO, WILLIAM! port or protection. What is needed is 


SADDENING AGENTS are not those eggs who pull door bells a shank that will yield but not break 


out by the roots and thus ruin the good wife’s entire day. down. Co-peg construction provides 
In the Shoe and Leather Lexicon SADDENING AGENTS are * e x 
defined: “‘Addition of substances during dyeing to produce duller this. Double lasting insures a perma- 


shades.” ° ° 
Just one of the hundreds of bits of information in this nently snug fit in the instep. 
valuable book which a smart salesman can casually slip to the 
t increasing the latter’s confidence in his ability to Write for the whole story 


sell the right shoes. 


Costs Only Fifty Cents The Copeland & Ryder Co. 


(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 





Jefferson, Wisconsin 








EAA iL 














— 


<A 


JOHN N. WILLYS 





| y 

The A. B. P. is a non- 
profit organization 
whose members have 
pledged themselves to 
a working code of 
practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 


subscribers, and 
honest advertising of 












BOOT AND SHOE RECORDER 





“Behind the 











OHN WILLYS—outstanding American manufac- 


turer and merchandizer—says: ““The commodity must 
be at least two-thirds sold before the salesman closes 


the purchase.” 
* * * * * 


This publication is a part of thct essential selling job 
that means the ultimate order. 


* * * * * 


Behind the salesman’s call is a great chain of information. 
Changes in practice, new ideas, new policies of manu- 
facturing and marketing—all these reach your eye as a 
reader and buyer through the editorial pages. 

And just as the editorial pages point out new methods 
and new opportunities of cost-saving or profit-making so 
the advertising pages reinforce the editorial content with 
their specific information on products, commodities or 
services that will put their new ideas to work in your 
business. 

When you reread this issue think of it not as pages of 
printed paper but as an inventory of information and 
products and service to help its readers—its editorial 
material selected from the best of the present, its advertis- 
ing pages, the paid announcements and descriptions of the 
output of businesses made to serve you as yours is run to 
serve others. 
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Salesman’s Call” 















dependable products. 
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Twinkies 


No. 4675—Patent 
Leather Polish, Ripple 
Calf Top, Flexible 
Water Resisting 
Chrome Sole, Combina- 
tion 166 Last. 
12 to 2 D Twinkies, 
Rubber Tap Heel— 
Price $2.60. 
814 to 114% D Twinkies, 
Rubber Tap Heel— 
Price $2.25. 
51% to 8 D Twinkies, 
Spring Heel— 

Price $1.90. 











**We used to twinkle in the 
sky, 
Way up above the world so 
& high 
But now we have a million 
joys 
Because we're here with girls 
and boys.’’ 


cies® 
“Twinkie Town Tales”, book 
No. 2, crammed full of thrill- 
ing Twinkie adventures, is all 
set to make Twinkies’ second 
j year twice as successful as the 
| first. Be sure to get all the 
copies you need. 
.* 
i J er 4 
? ee 





KIES ~"One yeargoin'on Tiwo- 


UST a year old, yet Twinkies have won the hearts of 
youngsters and grownups all over the country. Over 
150,000 copies of “Twinkie Town Tales” No. 1, are 

making Twinkies a household word in thousands of homes. 
Now, book No. 2 is off the press, ready to help increase the 
sales and profits of every Twinkie Shoe Merchant. We'll 
be glad to show you Twinkie samples and explain the 
highly profitable, copyrighted Twinkie sales plan. Wire 
or write for an appointment. 


Hamilton-Brown Shoe Co. 
BOSTON 


ST. LOUIS 
Makers of American Lady and American Gentleman Shoes 
©-1927-H.B.S.Co, 






































Judge by the Compan 
d They Keep od 


American Lady Shoes c~5 
American Gentleman Shoes 


American Lady Shoes | gn enough ahead in style and quality to 


No. 6011—Imported Snake Buckle Gore Strap, Contrasting satisfy the most fashionable Miss or 
Calf Trim, 13/8 Covered Box Heel, 131 Last. 

45 to 8AA, 4 to 8A, 3 to 8B, 214 to 8C Matron. Priced for the woman of moderate 

Price $5.00 means—smart and comfortable enough for the 


banker—Hamilton-Brown Shoes are right- 
fully named. They are made for American 
Ladies and Gentlemen in all walks of life. 


And the merchant whose windows and shelves 
display Hamilton-Brown Shoes pleases the 
masses and establishes a steady, profitable 
business. 


Why not arrange for our representative to 
make a short personal call? He'll demon- 
strate to your satisfaction the advantages of 
selling the complete Hamilton-Brown line. 





American Gentleman Shoes 





So. ‘t449—Men's “Kangola” Brown Calf Lace Oxford, American Lady for women, American Gentle- U 
Welt Single Sole, One Half Rubber Heel, one Width Com- man for men and Twinkies for children. 
bination Wales Last. SS 
7 to 11A, 6% to 11B, 6 to 11C, 5 to 11D = 
Price $4.95 Ce 
({c 


Hamilton-Brown Shoe Co. 


St.Louis Boston 
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WE-STAND:ON-: UNITED -STATES:- LEATHER 











\ / ‘ ETAIL MERCHANTS are weighing the quality of sole leather as never 
before. Because we, the following sole cutters, know by experience that 
the leather tanned by the United States Leather Company is of uniform high quality 


—uniform in production and uniform in deliver,—we endorse it to the trade: 


6 


F. Archibald, Inc. H. F. Hussey 

C. W. Arnold & Co. Corp. Wm. Johnson & Co. 
Bacheller & Spence Kistler, Lesh & Co., Inc. 
Condon Cut Sole Co. J. L. Libbey & Son 
Conroy Leather Co. Jas. Moss 

C. G. Ellis, Inc. P. J. Nangle & Co. 

T. F. Fitzgerald Co. C. L. Stevens & Co. 
Glynn & Burchell J. H. Sellman Co. 

C. E. Greenman Co. Stephenson & Osborne 
A. K. Goldman Co. Watson Cut Sole Co. 
H. Goldman & Sons, Inc. * Way Leather Co., Inc. 
Wm. Graham & Co. Wilkinson & Reger 

C. H. Horne & Co., Inc. Williams Cut Sole Co. 
Howe & Fenlon Hilliard & Merrill, Inc. 





























UNITED:STATES:* LEATHER:COMPANY 


: (= NS 0 FAQ 0 Lm =~, a Lm \ te We fe) 7" jem Frc Ao Azz 
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Patent Leather Renewer 








fe 























In response to an ever increasing demand we are now offering a con- 
venient two ounce bottle of Repco Patent Leather Renewer for home use. 


Repco Patent Leather Renewer is used for repairing, refreshing and 
refinishing patent and enamel leathers, black celluloid covered wood 
heels, rubbers, etc. It is easy to apply and gives a bright, jet black finish. 


Packed with a brush in individual cartons, one dozen -to a container. 





Recommend this renewer to your customers. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City | 
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Here’s cheerful news for every shoe 
dealer! If you find business quiet— 
display this beautiful new line in your 
windows, give it your regular mark-up 
and watch it sell—because our low price 
to you enables you to undersell a// 
similar values from any other makers! 





No. 400 Patent 






No. 402 Patent 





















One-Strap, Tan 

Lizard Trim igor tie 

No. 401 Same 

except with 

BlackCalfTrim 
No. 405 Black 
Calf 3 eyelet tie. 
Black Block 
alligator under- 


lay and tongue 


for Growing Girls Priced Unusually Low!! 


Introduced to the trade only two weeks ago orders are already pouring 
in for these splendid shoes! Designs are new and attractive. All are 
Goodyear Welts. All have the green, waterproofed KINDER-GARTEN 
sole, famous for its flexibility and long wear. 


All sizes and styles carried 3 5 Sizes 2)2 to 7 
in stock for immediate shipment Widths A, B and C 
And the price! Any size 10-8 Heels 
or style 


Make your selection from the styles shown on 1.5is page and phone, mail or wire collect your orders NOW 
J ns 

KUNIDIEIRG/AIR/TEN 

[slH|O 

Honestly made for twenty-one years by 


FARGO-HALLOWELL SHOE CO., 1703 N.’ Robey Street, Chicago 


HAYNES HENSON SHOE CO., KNOXVILLE, TENNESSEE 
Distributors of **KINDER-GARTEN S:10E3"" for 


Tennessee, Kentucky, Georgia, Alabama, Virginia, W. Virginia, N. Carolina, S. Carolina, Mississippi 














































































































1 








No. 404 Patent 
2 eyelet tie, Tan 









No. 301 Light 








Lizard Trim "an lizard 3 
No. — ery ome Brown 
except wit reptile trim No. 300 Tan 3 
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The New 
“Diamond Brand” Line! 


@ The Spirit of St. Louis—the world’s largest shoe 
market—is reflected in the many styles and splendid 
staple values in our new line. 











@ Your “Diamond Brand” man—off to a flying start— 
is on his territory, ready to call quickly with his com- 
plete new line. 








@ Style and quality first—then an attractive price— 
is the basis on which we can and will serve you on 
all your wants in shoes. 














@ And the “New Things,”’ as well as the best staple 
values, are In Stock, Ready for Quick Shipment. 











@ See the new “Diamond Brand” line 
quickly—before you buy anything in shoes. 
It is styled and priced for ready sales and a 
quick turn-over; for concentration, and for 
a worthwhile saving in splendid footwear for 
a profitable season. 











A Line te Us Will 
Bring Our Line to You 


St. Louis | 
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Who’s Who on the Road 


Better Trade Cooperation Is Slogan Stressed by 
N.S. T. A. Heads at Boston Shoe Fair 


GTANLeY W. MERRILL, formerly 
with the Stetson Shoe Co. for a 
number of years, recently returned as 
a member of this company’s salesforce. 
Mr. Merrill’s territory is New England, 
where he is well known, and which 
territory he heretofore covered for 
Stetson Shoe Co. in his earlier repre- 
sentation of this line. 


HE Ohio Shoe 

Travelers’ As- 
sociation elected 
the following offi- 
cers at its recently 
held and _ well-at- 
tended meeting: 
President, Harlan 
Rhoads _ (re-elect- 
ed); First Vice- 
President, C. E 
Biglow; Secretary- 
Treasurer, Richard 
Hock. Directors 
for two years: J.J. 
Kaltenbrun, Ray 
Zartman, John Riley, J. A. Vance. Six 
new names were added to the associa- 
tion’s membership at this meeting. 





Harlan Rhoads 





ILLIAM C. 

BRIEN, 
veteran_ shoe 
traveler, and re- 
tail shoe mer- 
chant, for 50 to 
60 years, promi- 
nent in the shoe 
trade, particular- 
ly that of Penn- 
sylvania and 
West Virginia, 
and for the past 
30 years, repre- 
senting the Com- 
monwealth Shoe 
and Leather Company in that territory, 
died recently at his residence in Pitts- 
burgh, Pa., at the age of 79. Inter- 
ment was at Forest Hills, Mass. Wil- 
liam C. Brien came to this country, 
when a young man of 19, from Ireland, 
and became associated with several 
jobbing houses. He represented sev- 
eral eastern lines until his connection 
in 1898 with the old concern of Smith- 
Stoughton Co. of Whitman, Mass., now 
the Commonwealth Shoe and Leather 
Co. In 1914, he went into the retail 
business for himself when he formed 
a partnership with Frank W. Royer 
of Greensburg, Pa., and _= started 
stores, which later were developed, 





William C. Brien 


with the aid of Arthur A. Smith, as a 
corporation under the name of Brien, 
Smith & Royer. 


Mr Brien operated 


By HELEN M. HANEY 


five retail stores in and around Pitts- 
burgh. Two years ago, while recu- 
perating in Florida from a _ hospital 
experience, he was badly hurt in an 
automobile accident, which coming at a 
time when his system was at a low 
point of resistance, undoubtedly re- 
sulted in shortening his life. Mr. Brien 
was very well known in the trade. He 
was a Mason and a philanthropist. He 
took an active interest in the welfare 
of all young people; he liked to help 
them to succeed and often went much 
out of his way to aid and encourage 
them. He was an indefatigable worker. 


N. S. T. A. Executive Meet 


Charles W. Morrill, President of the 
N. S. 7. A. and other National Shoe 
Traveler Association executives met at a 
Hotel Statler luncheon during the days 
of the Boston Shoe and Leather Fair, and 
discussed many problems vital to the wel- 
fare of individual members, as well as 
to the local, and National, Associations. 
The principal points discussed were: 


1.—More interest in association work. 


2.—Closer affiliation and covuperation with 
the allied branches of the industry. 


3.—The benefits accruing to individual 
members from the N. S. T. A. group 
insurance —— formation of plans to 
call wider attention to the value of 
membership in the N. S. T. A., and 
the value of, and protection afforded 
to members by, this N. S. T. A. group 
insurance. 


4.—Legislation. Discussion led by Frank 
L. Armstrong of New York, Chairman 
of the Legislative Committee. 

The meeting went on record to combine 
with the other traveler organizations in 
an appeal to the House and the Senate 
for the repeal of the surcharge on Pull- 
mans, on the ground that the railroads 
have been making big increases in returns 
during recent years, that Pullman sur- 
charge was a war-time measure, and that 
the welfare of the traveling man, as well 
as the welfare of the entire commercial 
world, require that this surcharge be 
eliminated. 

Plans for a campaign for increased 
membership, to be taken up by the 
various local associations, were outlined. 











It has been often said “No man on the 
road ever worked harder than William 
C. Brien.” He leaves one brother, 
Christopher Brien, a retail shoe mer- 
chant of Detroit; a son, Donald G. 
Brien, who has represented the Com- 
monwealth Shoe and Leather’ Co. for 
14 years, and a daughter, Doris Brien. 


OHN F. REEDY and E. T. Reedy 

represent the I. Miller & Sons, Inc., 
line on the Pacific Coast. John F. 
makes his headquarters at 637 Pacific 
Building, San Francisco, while E. T. 
Reedy has headquarters at 501 Quinby 
Building, Los Angeles. 











USSELL W. COLLINS 

Maine, New Hampshire and Ver- 
mont for the Ault-Williamson Shoe Co. 
and showed his line to visiting buyers 
at the Hotel Statler and at the sample 
room of his house at Room 1412, Met- 
ropolitan Building, during the days of 
the Boston Shoe and Leather Fair. 


covers 


YRON M. 

BREWER, for 
many years with 
N. B. Thayer & Co., 
recently joined the 
salesforce of the 
Stetson Shoe Co. 
and made his first 
official appearance 
with his new line 
at the big sample 
rooms which the 
Stetson folks had 
at the Hotel Stat- 
ler during the days 
of the Boston Shoe 
and Leather Fair. He started out on 
the road right after the fair to cover 
his territory, consisting of the Middle 
Atlantic States—Maryland, New York 
State, including New York City. Mr. 
Brewer is considered a_ high-grade 
salesman, and is well liked throughout 
the trade. He has taken over A. W. 
Bates’ territory, who was obliged to 
retire on account of ill health. 





Byron M. Brewer 


C. ROOSE, 
* formerly 
president of the 
Capital City Cor- 
poration of Au- 
gusta, Me.; sales 
manager for E. B. 
Piekenbrock & 
Sons Co. of Du- 
buque, and before 
that with other 
shoe manufactur- 
ing houses in an 
executive capacity, 
Walter C. Roose as well as in 
charge of various 
retail shoe stores units of big manu- 
facturers, was recently appointed to 
take charge of sales and advertising 
for the W. Carter Company of 
Nashville, Tenn. He succeeds R. E. 
McLaughlin, who resigned to go into 
business on his own account. Mr. Roose 
has had a long and valuable experience 
in both making and merchandising and 
has given many interesting talks before 
retail shoe merchant associations on 
“How to Sell Shoes at a Profit.” 


VAN WILLIAMS of the Pacific 
Coast. represents the Riley Shoe 
Mfg. Co. in that territory. 
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Light, Airy One Straps 


B288 Black Glazed Kid 
B289 Patent Leather 


One strap sandal, 209 last, 14/8 leather 
heel, light fibre top lift. Light weight 
welt construction, built-in steel arch sup- 
porting shanks. 


Price $5.00 


In Stock 


Widths AA to EEE 
Sizes 34% to 10 


37 Canal St., Rochester, N. Y. 
Chicago Office: 189 W. Madison Sx. 


With Leather Heels 


Cut over the same base pattern, 
and built over the same special meas- 
urement last that has made our one 
straps noted for their exceptional 


fitting qualities. 


Here's a shoe that should interest the 
dealer looking for a_ beautifully 
plain, yet practical dress shoe, that 
will interest the woman who objects 


to covered heels. 


Like all W. B. Coon Co. shoes it is 
made with a high grade sole leather 
counter that is lasted in wet, and, 
when dried out produces an exact 
reproduction of the body of the 
last. 


It is quality features such as this that 
help make the W. B. Coon Co. 
product such wonderful fitting 
shoes. 


Both the patent and glazed kid are 


on the floor now, ready for imme- 


diate delivery. 





July 9, 1927 
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N “The National Shoe Traveler” for 

1927, N. S. T. A. Chairman of Edu- 
cation, J. J. Kaltenbrun, of Columbus, 
Ohio, has given a fine report. Mr. 
Kaltenbrun stated that “as competition 
is growing stronger daily, it behooves 
salesmen to be on the alert every min- 
ute in order to keep up with the pro- 
cession. Know your lines thoroughly. 
The six most important questions for 
salesmen to consider are: 1. What kind 
of a first impression did you make? 
2. Did you quickly establish a point of 
contact? 3. Were you able to secure 
the buyer’s undivided attention? 4. 
Was your knowledge of selling ade- 
quate? 5. Did you drive home each 
point as you went along? 6. Did you 
make the buyer want what you had to 
sell? The so-called high pressure sales- 
manship has no place in the shoe trade. 
Good common sense, directed along in- 
telligent lines, with a good personality, 
and intelligent effort, should be the 
means of bringing results. Above all! 
‘Be on your toes’ at all times in order 
that you may take advantage of oppor- 
tunities as they are presented.” 
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J. J. Kaltenbrun 








RTHUR McDONALD represents 

the C. V. Watson Co.’s line of 
women’s McKays on the Pacific Coast, 
as well as the S. Wrobel Slipper Co., 
Inc., line of boudoir and novelty slip- 
pers, in that territory. Mr. McDonald’s 
headquarters are at 307% North Ken- 
more Avenue, Los Angeles. 





OHN VD. BAXTER, chairman of the 

N. S. T. A. Hotel Committee, for- 
merly with Lounsbury-Mathewson Co., 
writes to the National office that he 
has been taking up with hotels matters 
pertaining to lower rates including 
sample rooms, and other problems in 
connection with service to the travel- 
ing man. Mr. Baxter’s address for the 
summer is Quonny Beach, R. I. 





UNIUS SCYCLE, southern salesman 

for the Washington Shoe Co. of 
Lynn, is home from a trip to Europe. 
He visited the custom shoe shops of 
Paris, and fine stores in large cities 
from London to Vienna, also, the Bally 
factory. He brought home with him 
some new ideas of styles, and, also, a 
supply of fine leathers and fabrics. 
New sample lines are being made up, 
incorporating his ideas as well as the 
new materials. Mr. Scycle will show 
them to his customers, starting out 
right after the Boston Shoe and 
Leather Fair. 





HE traveling salesmen carrying the 

Lape & Adler Co. line are now on 
their territories, corralling orders for 
the summer and early fall season. They 
report that business is coming in well. 
The line-up of the salesforce is as fol- 
lows: Dunbar Archer, Tennessee, Ken- 
tucky, West Virginia, Alabama and 
Mississippi; Barney Coens, Illinois; 
Bertrand J. Coens, Illinois; Larry Con- 
nors, Pennsylvania and Southern New 
York; Ray Glascock, Nebraska, Iowa, 
North Dakota and South Dakota; J. 
C. Friedauer, New Jersey, New York 
City and vicinity; Dolph G. Hoyt, 
Montana, Washington, Oregon, Utah 
and Idaho; A. R. Jackson, Texas and 
Louisiana; H. L. Lape, Jr., the larger 
cities in the Middle West; Paul J. Lee, 
Georgia, Florida, North Carolina and 
South Carolina; F. A. McGriffin, Wis- 





consin, Minnesota and the upper part 
of Michigan; J. R. McNierney, Cali- 
fornia and Nevada; Philip Miller, 
Ohio; A. P. Richards, New England 
and Northern New York State; Jack 
Spurlock, Oklahoma and a part of 
Texas; Thomas Talbott, Colorado, Mis- 
souri, New Mexico, Kansas and Arizona 
and J. C. Thomas, Indiana and Lower 
Michigan. W. T. Dickerson, managing 
director of the company, announces the 
establishment of sales promotion de- 
partment to aid in handling direct mail 





A Problem Answered 


Here is a situation against which thou- 
sands of salesmen are struggling: Their 
goods are on sale in almost every desir- 
able store in their territories. The buyers 
on whom they are calling, are sold. They 
order all of the salesman’s merchandise 
that they can. Whenever their stock is 
running low, they send in a mail order. 
The account is so well satisfied that rela- 
tions go on with the house, whether or 
not the salesman calls. What can a sales- 
man do to justify himself under such con- 
ditions? 

We asked that question of a salesman 
who carries a line of blankets and linens. 
“I am up against such a situation,” he 
replied. “Our line is well advertised. 
My customers will buy it as long as there 
is a demand, quite regardless of me. 
Nevertheless, I am able to justify myself. 
I do it by increasing my customers’ busi- 
ness on our line. If a retailer is buying 
only $3,000 worth of my goods annually, 
and I increase his sales so that he has to 
buy $4,000 worth, there can be no ques- 
tion that I deserve the credit for the in- 
crease. 

“When I call on a customer, I make 
the solicitation of business only an in- 
cidental part of my program. When I 
arrive in a store, the first thing I do is to 
talk with the clerks and find out from 
them how our merchandise is selling and 
see if they are using the counter cards, 
package inserts end other advertising 
‘helps’ which we furnished. I talk to the 
man who has charge of the windows and 
ascertain if he has given our line a dis- 
play recently. If not, I give him a sug- 
gestion for a timely display. I make sim- 
ilar suggestions to the person in charge 
of the store’s advertising. 

“If I can get the permission of the 
merchant, I sometimes de'irer a brief ad- 
dress on the latest vogue in our line to 
the customers that may be in the store 
at the time. 

“In a word, I do everything I can to 
help my customer's business, before I ask 
him to help my business. By following 
these methods I am able to show regular 
increases in my territory every year.”— 
Meredith’s Merchandising Advertising. 














67 


selling and to cooperate with dealers 
in selling the company’s shoes. H. D. 
Erk, who has keen office manager and 
purchasing agent, has been placed in 
charge of the department. C. L. Fuller, 
formerly with the C. & E. Shoe Co. of 
Columbus, will assist Mr. Erk in the 
new department.—(UTPS). 





LFRED J. MINSHALL, who covers 

Massachusetts, Rhode Island, and 
Connecticut, for Ault-Williamson Shoe 
Co. of Auburn, Me., has been passing 
around cigars during the last month. 
The reason for this is the arrival of a 
very young lady at his home as a 
permanent guest. Al showed the Ault- 
Williamson line at Room 410, Hotel 
Statler, during the Boston Shoe and 
Leather Fair, as well as at Room 1412, 
his company’s sample room in the Met- 
ropolitan Building, Boston. 





HARLES W. MORRILL, president 

of the National Shoe ee wd 
Association, spoke for the N. S. 
at the July 6 luncheon, held at y 
Hotel Statler during the days of the 
Boston Shoe and Leather Fair, when 
the executives of the allied trades— 
manufacturers, wholesalers, tanners, 
auxiliary branches of the industry, 
and the travelers—were the guests of 
the Massachusetts Retail Shoe Mer- 
chants’ Association. Mr. Morrill took 
for his subject—“Team Work.” He 
made the point that progress would 
surely result if all of the various units 
of the allied trades would work to- 
gether as one big unit. 





ARRY M. LANGEL is the new 

metropolitan New York represen- 
tative of the Riley Shoe Co., Columbus. 
Mr. Langel for the past four years rep- 
resented Krippendorf-Dittmann Co. in 
this territory. His headquarters are in 
the Marbridge Building, Broadway and 
Thirty-fourth Street, New York. 





IC OMAN is in charge of the new 

sales office of the Brown Shoe Co. 
at room 232, 9 North Fourth Street, 
Minneapolis. He has for several years 
been located at his sample room in the 
Boston block, ground floor, Third Street 
side. Mr. Oman stated that all indica- 
tions pointed to a good business in the 
Northwest for fall. 





W. LAUNER represents Johan- 

* sen Bros. Shoe Co. of St. Louis 

on the Pacific Coast, with headquarters 

at the Hayward Hotel, Los Angeles. 

Jim Hinton represents Johansen Bros. 

Shoe Co. on the Pacific Coast, with 

headquarters at 422 Pacific Building, 
San Francisco. 





CASEY JONES is Pacific Coast 

* representative for the Holland 

Shoe Co. of Holland, Mich. Mr. Jones 

shows this concern’s line of men’s and 

boys’ welts at the Hayward Hotel, Los 
Angeles. 





L. BARNES covers North Caro- 

* lina with the line of the Riley 

Shoe Mfg. Co. H. N. Langel represents 

this house in New York State, with 

headquarters in the Marbridge Build- 
ing, New York City. 





Ruts are comfortable—but fatal.— 
Forbes. 
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SOLACE LAST 


6 EF EP 


SAMARITAN LAST 










NEW STYLES 
IN STOCK 


STEPIN LAST 








B-831—Black Kid ......... $6.00 <291—Black Ki 
B-841—Golden Brown Kid.: 6.50 Pe ree ree Sosa eR omr ners +*- — 
14/8 Solid Leather Heel—Rubber Top SUFFICE LAST 
a 


SUFFICE LAST 









14/8 Solid Leather Heel—Rubber Top . 
B-351—Golden Brown Kid with Grain 


B-941—Black Suede ................. 6.75 —— 86 
B-481—Black Satin with Black Suede ” = Ca PROME cc ccccccccccccccssccccces 6.75 
iene propa inate ls ace ianmaT eng OSE tateat ........ +0000 00 seen ee 6.00 B-391—Patent Leather, Black Grain 
B-251—Golden Brown Kid............. 6.75 14/8 Covered Heel _ ee eee eer ee 6.25 
B-327—Patent Leather ............... 6.00 Covered Heel—Light Edge 
B-787—Black Glace Kid.............. 6.25 


SUFFICE LAST 


14/8 Covered Heel, Light Edge 


SUFFICE LAST COLLEGIATE LAST 





ae” anna Kid with Grain Calf 
. t 


ron 
SS Orr aa 6.25 
B-441—Patent, Black Grain Calf Front. 6.25 
B-451— Brownstone Kid with Brown 





ee Sate Jet and Steel $6.25 B-971—White Calf, White Grain Trim. 85.25 
ened Eiael. tems ie ee B-S8S91—Black Calf, Black Grain Trim.. 5.25 





16/8 Spanish Covered Heel—Light Edge el eee 7.00 
B-691—Patent Leather with Nickel and Covered Heel—Light Edge 
EN eae 6.25 
15/8 Cuban Heel ° PATSY LAST 





SUFFICE LAST 


Send for Catalog and further 
details regarding Business 
Building Agency Plan 








SIZES 
AAA,5 -8 A,4 -9 C,3 -9 
AA,4%-9 B,3%-9 D,3%-9 

















B-§12—Black Kid, Cutouts Underlaid 


ee EE 6a. 5 00-0400 60 0 0:6.0-0,0:0:0 36.00 
B-361—Patent Leather ............... $6.00 B-615—Golden Brown Kid, Cutouts 
B-4G61—Black Kid .........-cseeeeees 6.25 Underlaid with Brown Suede.......... 6.50 
Co 13/8 Solid Leather Heel—Rubber Top 
cell 





Rochester, NV.% 


New York City, 846 Marbridge Bldg. 
Chicago, Majestic Hotel 
Los Angeles, 107 E. Sth Street 
Oakland, 424 Belview Ave. 





Cleveland, 1599 Union Trust Bidz. 
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Store Group to Extend “Madelon 


Modes” Merchandising to Shoes | 





Merchandise and Research 
Bureau Establishes New 
Service with Barney 
Kline in Charge 


NEw YorRK—With a view of extend- 
ing the scope of “Madelon Modes” to 
include the entire feminine wardrobe, 
the Merchandise and Research Bureau, 
composed of 52 retail stores through- 
out the country, is adding a shoe ser- 
vice to its other activities. - 

The new shoe service will not be a 
group buying plan as operated in other 
merchandise, but it will enable the 
members who subscribe to it, to mer- 
chandise shoes of their own selection 
under the name of “Madelon Modes,’ 
as dresses, coats and millinery are now 
merchandised. There is nothing in the 
plan, according to Barney B. Kline, 
who will head the shoe activities for 
the bureau, to interfere with the indi- 
viduality of any of the store members 
who use it. Already 21 stores are 
grouped in the shoe plan and it is ex- 
pected that more will come in before 
the next committee meeting on July 11 
and the buying meeting on July 12. 

The decision to extend the activities 
of “Madelon Modes” to shoes was made 
at a meeting of the member stores last 
week with Ralph C. Hudson, of O’Neil 
& Co., Baltimore, in the chair. Mr. 
Hudson, incidentally, is an old-time 
shoe man. 

Under the plan, buying meetings of 
the shoe buyers in the stores taking the 
service will be held six times a year. 
Various lines of shoes will be shown 
and buyers will be permitted to select 
their own styles, patterns, lasts, etc., 
with the advice of the general shoe 
committee. All the “Madelon Modes? 
shoes will retail at the single price of 
$10. 

The committee consists of Mr. Ker- 
nan, Mabley & Carew, Cincinnati; Miss 
Galway. O’Neil & Co., Baltimore; Mr. 
Stone, Forbes & Wallace, Springfield, 
Mass.; Mr. Sonnecann, A. I. Namm & 
Sons, Brooklyn, N. Y.; Mr. Hoffman, 
Cotrell & Leonard, Albany, N. Y. 

Barney B. Kline, who heads the new 
service, has a record of long service in 
the shoe field. He conducted the group 
buying of shoes for the Associated 
Merchandising Corporation for several 
years, and later was with Oppenheim. 
Collins & Company and R. H. Macy & 
Company. He recently organized a 
shoe buying service under his own 
name. 








Headquarters of the Merchandise 
and Research Bureau are at 455 Sev- 
enth Avenue. 


Geuting Deluged with 
Compliments on Book 





“Curse of Shoe Trade” Well 
Received by Industry 


PHILADELPHIA, Pa. (UTPS)—An- 
thony H. Geuting, president of the Na- 
tional Shoe Retailers’ Association, re- 
turned recently from a trip to the 
Pacific Coast. On arriving at his office 
he was overwhelmed with the greatest 
amount of mail he has ever received in 
his business career. By far the major- 
ity of the letters were in response to 
his recent book, “The Curse of the Shoe 
Trade” (and how to remove it). 

In this book Mr. Geuting deplores 
the frantic effort of retailers to meet 
cut-throat competition. He states that 
the pretty pass in which the retail shoe 
business of America finds itself is a 
sad commentary on the business acu- 
men of the men who are running along 
year after year with little or no profit 
or at actual losses. Sooner or later 
this effort to meet cut-throat competi- 
tion will lead to business suicide, he 
says. 

Hundreds of copies were mailed out 
to members of the association and the 
shoe trade in general. In response to 
his message complimentary letters have 
poured in from all over the country. 
These letters were from all branches 
of the trade, tanners, manufacturers. 
shoe machinery and finding houses, etc 

The prevailing keynote in each and 
every letter received by Mr. Geuting 
was to the effect that his book is a 
courageous statement of facts, a splen- 
did analysis of conditions and a rem- 
edy the trade should have the courage 
to apply. 

Mr. Geuting desires to thank the 
authors of the many complimentary 
letters through the columns of the Boot 
AND SHOE RECORDER. 


Baker to Open New Unit 


PASADENA, CAL.—In a new building 
being constructed on Colorado Street 
here, between Euclid and Marengo 
Streets, the C. H. Baker Company of 
Los Angeles will open a new store 
about Sept. 1, it is announced. The 
store will carry both shoes and hosiery. 





| Michaels Sees Lizard 














EVERY WEEK 








Vogue for Autumn 





Ferricuir Finishes Also Interest 
New York Buyer 


New York—An abiding faith in 
lizard as a high style shoe material for 
fall has been brought back to this coun- 
try from the style centers of Europe, 
principally Paris, by J. E. Michaels, 
merchandiser of women’s shoes for 
Saks-Herald Square, who spent six 
weeks digging into the style corners 
across the Atlantic. Real lizard, 
trimmed with kid of the same shade, 
looks like a mighty good bet for fall to 
Mr. Michaels. In pastel shades and 
with the Ferricuir finish, it provides 
a new note for evening wear. 

“Current shoe styles in Paris,” says 
Mr. Michaels, “are little different from 
those here. The ensemble, with shoes 
in harmony with the gown and other 
accessories is the high style note. Col- 
ored kid shoes are being worn exten- 
sively in Paris this summer, just as 
they are here.” 

New shades of gun-metal and brown 
in the Ferricuir finish on kid made a 
strong appeal to Mr. Michaels while 
abroad. The new gun-metal shade, 
particularly, he says, is expected to 
reach a big vogue. It is more of a true 
steel color than the gun-metal hereto- 
fore shown. 

In patterns he discerns a_ trend 
toward plainer effects, not an extreme- 
ly plain shoe, but simpler lines, well 
executed and balanced. Patterns of 
the oxford and one-strap type, he be- 
lieves, will be the big volume sellers. 


Add Shoe Departments 


BALTIMORE, Mp. (UTPS).—The 
Globe Department Stores, which re- 
cently opened at 653 West Lexington 
Street, and the Monumental Depart- 
ment Stores, which also _ recently 
opened at 659 West Lexington Street, 
have added shoe departments. Both of 
these small additions to the department 
store field of this city are carrying na- 
tionally known brands of shoes in their 
shoe departments. 





Dixie in Minneapolis 

MINNEAPOLIS, MINN. (UTPS)—A 
Dixie shoe store was opened today at 
11 Sixth Street S, the first in the city 
and No. 340 in the chain. S. A. Branes, 
known in the trade locally, is manager. 
The store was opened by L. S. Prince, 
district superintendent from Baltimore. 
He will leave Sunday to open a new 
store in Des Moines on July 5. 
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American Hide & Leather Company 


- BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., Ltd. 


Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 


Lowell Chicago Sheboygan Ballston-Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 











cther 
ver, FE 
Rush, 
Pierce 
All 
out tl 
eral 
the at 
from 
year t 
Cha 
wauke 
gener: 
makin 
tailer 
siasm 
wauke 
The 
tion, 1 
of all 
wauke 
the St 
licity. 
for th 








THE SHOE MERCHANTS NEWS, SATURDAY, JULY 9, 1927 











More Speakers Named 
for Wisconsin Meeting 


MILWAUKEE, WIs.—Additional speak- 
ers for the program of the annual con- 
vention of the Wisconsin Shoe Retail- 
ers’ Association at Milwaukee, Aug. 2 
to 4, are R. S. Shanon, credit manager 
at the Weyenberg Shoe Manufacturing 
Co., Milwaukee, who will talk on 
“Credits,” and E. C. Dallman of Nunn, 
Bush & Weldon Shoe Co., Milwaukee, 
on “Store Stock Management.” 

This brings the list of speakers up to 
five for the convention and practically 
completes the arrangement of the pro- 
gram. An invitation has been extended 
to George M. Spangler, manager of the 
National Shoe Retailers’ Association, 
to address the convention. 

Those who have been announced 
prior to this are Vinton M. Pace, man- 
ager at Gimbel Bros. department store, 
who is to speak on “Merchandising,” 
Dr. Arthur Wilson, chief chemist for 
the A. F. Gallun & Sons Co., tanners 
at Milwaukee, who will talk on “Pecu- 
liarities of Leather,” and J. R. Grigg, 
buyer for the S. J. Brouwer Shoe Co., 
retail firm in Milwaukee. 

At a special meeting of the Wiscon- 
sin Shoe Travelers’ Association in Mil- 
waukee, where all committees gave a 
report of their work to date, the 
banquet committee, consisting of 
Frank Larkin, chairman, Elmer Olson, 
Charles Diamond, Walter Neubauer, 
Adam Meisenheimer and Leo T. Bran- 
denburg, announced that the Sky Room 
of the Plankinton Hotel has been se- 
cured for the banquet and dancing 
party Wednesday night of the conven- 
tion. It will be given exclusively to 
the association. The entertainment 
committee, of which Frank L. Kuczyn- 
ski is chairman and assisted by Ed 
Schneider, Clarence Newell of Wau- 
kesha and Frank Larkin, is working out 
a program of entertainment for the 
convention which will surpass anything 
ever offered a State meeting. 

A chairman of the ladies’ committee 
and two additional district managers 
have been appointed for the convention. 
Mrs. L. L. Imig will head the ladies’ 
committee. Iver Anderson of Eau 
Claire is one of the district managers 
appointed, and he will have Burnett, 








Washburn, Sawyer, Polk, Douglas, 
Bayfield and Barron counties. The 
cther district manager is Howard Cul- 
ver, Eau Claire, who will take care of 
Rush, St. Croix, Dunn, Chippewa, 
Pierce, Eau Claire and Clark counties. 

All of the district managers through- 
out the State, in reporting to the gen- 
eral convention committee, state that 
the attendance in their districts will be 
from two to three times larger this 
year than at previous conventions. 

Charles Collar, president of the Mil- 
waukee Shoe Retailers’ Association and 
general chairman of the convention, is 
making a personal visit to every re- 
tailer in Milwaukee, to create enthu- 
siasm and attendance among the Mil- 
waukee retailers. 

The Milwaukee Shoe Sales Associa- 
tion, membership in which is composed 
of all shoe manufacturers in the Mil- 
waukee market. has donated $100 to 
the State association toward the pubh- 
licity. entertainment and prize funds 
for the convention. 





Reptiles for Fall 


CLEVELAND, OHIO (UTPS)—E. A. 
Clark, manager of the Stones Stores, 
looks for alligator and other reptiles 
to come out strong in the autumn sales. 
He expects business to pick up during 
the fall months. 

Sales of white shoes, according to 
Mr. Ciark, have gone over expectations 
during the past month. Colors are 
holding out well and black patents still 
find the usual consistent demand. Both 
sandal effects and front straps are 
favored. 


Hanan & Son Take 
Over Rochester Store 


ROCHESTER, N. Y. (UTPS)—Formal 
announcement of the acquisition by 
Hanan & Sons of Gould, Lee & Web- 
ster, Rochester’s oldest shoe store, 
was made this week. Although the 
store has been part of the Hanan chain 
for nearly a year, the public had not 
been apprised of the fact until this 
week, when formal announcement was 
made that the store would be taken 
over by the Hanan organization, ef- 
fective June 27. Robert H. Moore, of 
the Hanan company, has been manager 
of the store for the past year and will 
continue in that capacity. 

The Gould, Lee & Webster store is 
located in East Avenue, Rochester’s 
most exclusive shopping thoroughfare. 
The new store was opened last year 
and is one of the finest in the country, 
both from an artistic and practical 
viewpoint. 

The late Addison Hanan is well 
known in this city, having endeared 
himself to local yachtsmen several 
years ago by outsailing a Canadian 
yacht which had decisively defeated all 
entrants of the Rochester Yacht Club 
in previous dual races. 








New Store to Open Soon 


CLEVELAND, OHIO (UTPS)—J. E. 
Pollak, secretary and treasurer of the 
Barney Shoe Stores Co., announces the 
opening of a new store on or about July 
15, 1927. This will make the fourth 
of a chain consisting of two downtown 
and two neighborhood stores. The new 
store is to be located at 619 Prospect 
Avenue with an entrance on the street 
and another in the Mid Arcade. An 
exclusive novelty line of ladies’ shoes 
will be featured in the $5 price range. 
They will cater principally to a younger 
class of trade. 


Miss Wilson, Sales Girl 


ROCHESTER, N. Y. (UTPS)—Follow- 
ing in the footsteps of her illustrious 
father, Miss Drucilla Adrienne Wilson. 
popular Rochester society girl, has en- 
tered the shoe business as a sales girl 
in the shoe department of McCurdy & 
Co. department store. Miss Wilson’s 
father, Sidney Wilson, is the inventor 
of the Wilson process and has been a 
prominent figure in the shoe industry 
here for many years. 

According to Jamés F. Olmsted. man- 
ager of the department, Miss Wilson 
has shown marked aptitude for shoe 
salesmanship and because of her ex- 
tensive acquaintance among the smart 
set of the city has proved a decided 
asset to the department. 











June a Good Month 
for Milwaukee Shops 


MILWAUKEE, WIs.—June proved to be 
one of the best months retail shoe deal- 
ers here have experienced this year, 
being considerably ahead of May, which 
was only fair, and of April, which was 
poor. Warm weather the last week of 
June was a good stimulus for business 
and whites moved well as did colored 
kids. 

Milwaukee retailers believe that they 
will dispose of their stocks of colored 
kids during the summer, as these have 
moved well in June, and with the aid 


of more favorable weather, were in 
greater demand. 
Robert Weaver of the Milwaukee 


Walk-Over store, reported a splendid 
business for June, when colored kids 
moved better and whites started to go. 
Mr. Weaver does not think this sum- 
mer will be an abnormal one for white 
shoes in this section at least, as the 
season will be too short. Cold weather 
that prevailed during much of June 
stopped any sale of white shoes, and 
Mr. Weaver said that as a result there 
will not be any particular rush for 
whites in July and August. Patents are 
still moving almost as well as they did 
earlier in the season. The men’s end 
of the business has shown an increase 
over previous months, but there is a 
surprisingly large number of blacks 
being taken. The tans have moved bet- 
ter, however. Mr. Weaver said that 
this season has been an exceptionally 
good one for golf sport shoes, both in 
ladies’ and men’s, and the prevailing 
combinations are black and white, and 
tan and blond. 

William A. Tomes, manager of 
Hanan & Son’s Milwaukee store, said 
that June was the biggest month in the 
history of the Milwaukee store. Colored 
kids have moved well, and Mr. Tomes 
expects to dispose of his stock of these. 
Patents are holding strong as usual, 
while whites also started to move. Mr. 
Tomes, like other retailers here, is not 
anticipating an unusually large white 
shoe business. He has covered on 
whites sufficiently to take care of the 
trade but did not over-buy on them. 
The tan shades in the men’s depart- 
ment at Hanan’s moved better during 
the last few weeks but there are a num- 
ber of blacks moving out of the store. 
Mr. Tomes has ordered practically all 
of his merchandise for fall, and he an- 
ticipates a good demand for brown 
shades, and looks for suedes to come 
along better. The prevailing styles in 
ladies’ footwear continue to be single 
button straps, in the narrow and wide 
straps, T-straps, pumps, oxford effects, 
and ties. 

At Gimbel Bros. department store, 
C. T. Quinn, buyer for the ladies’ and 
children’s department, reported that 
the white footwear is moving in good 
lots with the advent of summer weather 
and that colored kids are good also. 
Patents are still holding strong in spite 
of the warmer weather. The single 
button straps, pumps and ties continue 
to be the leading style movers in 
ladies’ footwear. 
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SALESROOMS: TANNERIES: 
95 South St., Boston DANVERSPORT, MASS. 


P. A. HENRY & CO. SILVEY & CHRISTMAN 
706 B’way, Cincinnati, O. 82 Gold Street 
62 Mason St., Milwaukee, Wis. New York City 


HAINES & THELLER ALLEN H. McCREEDY 
200 Davis St., San Francisco, 1602 Locust St. 
al. St. Louis, Mo. 
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Ohio Merchandising 


Meets to Continue 


MANSFIELD, OHIO (UTPS) — The 
scries of six merchandising conferences, 
held under the auspices of the Ohio 
Valley Retail Dry Goods Association, 
the Ohio Retail Clothiers’ and Furnish- 
ers’ Association and the Ohio Retail 
Dry Goods Association, which closed 
June 15 with the most successful meet- 
ing at this place, will be continued in 
the fall, according to C. E. Dittmer, 
secretary of the three associations, who 
was instrumental in arranging the con- 
ferences. The Mansfield meeting was the 


best attended of all of the merchandis- | 


ing meetings there being considerably 
more than 100 retailers present. 

H. T. Siegenthaler of the Siegen- 
thaler Shoe Co. of Mansfield, was the 
chairman representing the shoe retail 
group and he presided at one of the 
sessions when matters appertaining to 
the operation of shoe stores were dis- 
cussed. This was discussed both from 
the standpoint of an exclusive shoe store 
and also from the viewpoint of a shoe 
department in a department store or 
clothing establishment. 

One of the features of the conference 
was an address by Dr. H. H. Shively of 
the Bureau of Business Research, Ohio 
State University, on “The Development 
of Consumer Confidence in Advertis- 
ing.” This subject was treated from 
the standpoint of building confidence 
and prestige by judicial advertising 
and was of great interest to the sev- 
eral score of shoe retailers in attend- 
ance. 


Hofheimer Buys Property 


RICHMOND, VA. (UTPS)—Sale of 
the property at the southeast corner of 
Fourth and Grace Streets by Meyer 
Greentree to the Hofheimer Shoe in- 
terests of Norfolk has been announced 
by Irving Greentree. The price was the 
highest per front foot ever realized for 
Grace Street property, he said, though 
the exact price was not disclosed. The 
property has a frontage of 26 feet. 

After the completion of extensive 
renovations and improvements. the 
property will be leased by J. Frank 
Jones for a period of years, it was 
stated. 


Carter Sells Out 


RICHMOND, VA. (UTPS)—R. D. Car- 
ter, partner in the Carter-Wray Shoe 
Co., 227 Granby Street, Norfolk, an- 
nounces that he has ‘sold his interest 
in the company. Cecil M. Carter, son 
of R. D. Carter, also relinquished his 
interests in the firm. Mr. Carter has 
been in the shoe business in Norfolk 
for approximately 35 years. Before 
going into business for himself he was 
associated with Hofheimer’s store. 


Lightweight Shoes Moving 


PHILADELPHIA, Pa. (UTPS)—Offi- 
cials of the M. A. S. R. A. have re- 
ceived information from retailers all 
through its territory that the light 
weight shoe program for men during 
the summer season is going fine, and 
that the sales indicate this campaign is 
meeting with a cordial reception by the 
customers. 








Shoe Dept. Installed 


CLEVELAND, OHIO (UTPS)—A new 
shoe department was recently added 
at Adler’s, 418 Euclid Avenue. About 
1500 square feet of basement space is 
given over to the project and a large, 
broad stairway leads down from the 
center of the store. The department 
itself is well laid out and adapted to 
efficient merchandising. Shoes retail- 
ing at $3.85 and $4.85 are featured, 
while they also carry a full line of 
Dexdale and Pigeon hosiery. M. Ep- 
stein is manager of the Adler shoe de- 
partment. 


Plan “All Wisconsin 
Day in Milwaukee” 


MILWAUKEE, WIs.—A novel project 
has been launched by the retail division 
of the Milwaukee Association of Com- 
merce to stimulate trade in Milwaukee, 
by having an “All Wisconsin Day in 
Milwaukee” on July 11, designed to 
bring people from all parts of the 
State to Milwaukee for buying and to 
acquaint them with the retail and in- 
dustrial life of the city. A. B. Caspari 
of Caspari,& Virmond, prominent shoe 
retailers on East Wisconsin Avenue, is 
representing the shoe retail interests 
on the committee assisting in the move- 
ment. 

Retailers in all lines of business are 
preparing for the day and will offer 
splendid buying opportunities to Mil- 
waukee’s visitors. Particular attention 
has been given the last several days to 
out-of-town mailing lists to advertise 
this day. There are to be special win- 
dow displays in the retail stores, and 
special advertisements in the local 
papers. Tentative plans call for the 
visitors making trips through indus- 
trial plants here to acquaint the rest 
of the State with Milwaukee’s indus- 
trial activities and products. 


New Firm in Roanoke 

RICHMOND, VA. (UTPS)—The Wil- 
rose Slipper Salon, Inc., of Roanoke, 
Va., with capital stock of from $25,000 to 
$100,000, has been granted a charter 
by the State Corporation Commission 
to deal generally in shoes and hosiery 
of all kinds. The officers are: Jesse C. 
Williams, president, Roanoke; H. J 
Rosenberg, secretary, Spartanburg, S 
C., and Paul C. Buford, Jr., also of 
Roanoke. 


Lease Norfolk Store 


RICHMOND, VA. (UTPS)—John W. 
Bracken and Joseph Miller have signed 
a five-year lease for the store at 444 
Granby Street, Norfolk, owned by W. 
S. Graham, and will open a shoe store 
as soon as alterations necessary have 
been made on the shop. 


J. S. Binder with Salet 


MANKATO, MINN.—J. S. Binder, for- 
merly buyer of women’s footwear for 
the Sharwood Company of Minneapolis. 
is now buyer and manager of the shoe 
department of L. Salet & Son of this 
city. 





Retail Sales Gain 
in Rochester, N. Y. 


ROCHESTER, N. Y. (UTPS)—Nearly 
18 days of rain during the month of 
May caused most of the leading shoe 
merchants in Rochester to unload their 
colored stocks in the belief that the 
long period of wet weather and conse- 
quent falling off of sales had left them 
overstocked with colored shoes. 

The month of June, however, has 
been in marked contrast to May, there 
having been plenty of warm pleasant 
days which turned milady’s mind to her 
footwear. As a result June sales are 
considerably ahead of May, and from 
all reports are as good as, if not better, 
than the same month last year. 

The hot weather has forced a heavy 
demand for whites and all stores are 
showing and advertising them in abun- 
dance. But the colors are also in 
heavy demand and those merchants 
who unloaded at the end of May have 
been busy restocking in these lines to 
supply the demand. 

Most of the factories here are run- 
ning close to capacity and report a 
steady demand for their lines. 


New Code of Ethics 


PHILADELPHIA, Pa. (UTPS)—Plans 
for a new code of ethics which will 
minimize unjust complaints by custom- 
ers are being carried out by officials 
of the M. A. S. R. A. and, according to 
“Cal” J. Mensch, will be in the nature 
of an educational program for custom- 
ers. One feature will be the placing in 
every box of shoes sold an attractive 
folder or booklet containing informa- 
tion on what footwear is, the composi- 
tion of leather and other materials en- 
tering into the manufacture of a shoe, 
and how to treat footwear to obtain 
the best results. 


Sterling to Reopen 


MINNEAPOLIS, MINN. (UTPS)—The 
Sterling shoe store for men will oc- 
cupy quarters at 45 Sixth Street S, in 
the Besse Building, following removal 
of the present occupant and overhaul- 
ing of the place. The company was 
forced out of the store it has occupied 
several years at 526 Nicollet Avenue 
by expansion of the Bond Clothing Co. 
store adjoining. The new store is not 
more than half a block from the for- 
mer location. The women’s department 
remains at 614 Nicollet Avenue. 


J. O. Allard Promoted 


RICHMOND, VA. (UTPS)—J. O. Al- 
lard, former assistant manager of the 
Hofheimer Granby Street shoe store, 
Norfolk, Va., has been appointed man- 
ager of the Hofheimer Main Street 
store. Mr. Allard entered the Hof- 
heimer organization as a salesman in 
1912, where his pleasing personality 
and good salesmanship quickly won him 
friends. Following the policies of the 
new Hofheimer organization of reward- 
ing faithful, competent service, Mr. Al- 
lard’s promotion comes as the direct 
— of his ability and loyalty to his 

rm. 
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OF 


TUFSKIM 
SOCK LININGS 


in your shoes 
give you 
additional sales arguments. 
They are cool, clean and washable. 
They are comfortable and sanitary. 
They may be obtained in any color. 


The colors are fast and 
will not discolor hosiery. 


To gain these unusual quali- 
ties instruct your manufacturer 
to put Tufskim in your shoes. 


Heel Pads 
Sock Linings 
Fish Backs 











RESPRO INC. — pono Providence. R.J. 
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Leather in a New Setting 


Elaborate Show Rooms Opened in New York 


IE Little Show Room is a striking 

l little exposition of Leather Modes 

for Moderns, a veritable fashion 
Pavilion, just opened by’ the Griess- 
Pfleger Tanning Company of Boston, at 
1 Park Avenue, New York. It is a per- 
manent exhibition in miniature, brilliant 
as a jewel case, expressing the spirited 
modern note which today engages the 
attention of manufacturer, artist and 
fashion loving public. ; 

Design and color scheme are the work 
of Paul T. Frankl, who has been so 
largely responsible for the individuality 
of Saks-Fifth Avenue windows, and who 
contributed an entire room in the mod- 
ern manner to Macy’s recent Art in 
Trade Exposition. 


ET at angles like the leaves of a screen, 

the side walls of the room, holding 
display cases, beguile the gaze onward 
past one window to another. 

The Little Show Room is neither a 
show room nor a sales room—it is a pres- 
entation, in the happiest possible sur- 
roundings, of multiple creations in 
Lozelle and Lozant leathers, by manu- 
facturers who have been signally suc- 
cessful in realizing their unlimited style 
pessibilities. 





Above—This glimpse of an_ ultra- 
modern interior at The Little Show 
Room accents the significant simplicity 
of new trends in decoration. It is a 
permanent exposition of “objets d'art 
moderne,” employing leather in many 
of its loveliest forms. Visitors are cor- 
dially welcomed 








Left—The Little Show Room is a tri- 
umph .of decorative art and display. 
Cases like jewel boxes hold leather 
modes of rare beauty and distinctive 
design. The plan, the color scheme 
and the furnishings are provocative of 
ideas, and as stimulating to the imagi- 
nation of the store owner as to the 
general public 
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The “STAR BRAND” Shoe Box 


—a credit to the merchant who can point with pride to a solid 
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stock of the better shoes in these dignified “homes.” poe ay 

So Pa: 
—an asset to the shoe man who pins his faith on value giving ae ae 
as a trade stimulator and a business builder. ~ PS 


“Star Brand Shoes Are Better”—Better all the time. 
: ‘Diamo 


ROBERTS, JOHNSONS RAND 


Branch of International Shoe Co. 


ST. LOUIS, MO. 
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vored by Venetian women and later became birls, al 
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A summer-time trim 
suggestion. Tie-up 
canvas rubber soled 
shoes with the foot- 
comfort -in- foot ac- 
tivity idea 


went camping in 1926 to 5500 
motor camps—and with them 
went hundreds of thousands of pairs 
pf canvas rubber soled shoes. Fig- 


trent ca MILLION persons 





res for 1927 will doubtless show a 
rain in campers, in camps, and in 
pairs of canvas rubber soled shoes 
orn. Approximately 1400 camps 
hroughout the country are catering 
o America’s great army of boys and 
rirls, and the directors of these 
amps are requiring, in ever-increas- 
ng number, that the camp equip- 
ment of each of these youngsters 
nclude one or two pairs apiece of 
anvas rubber soled shoes. Camp 
lirectors say that they recognize the 
oot comfort qualifications of canvas 
ubber soled shoes for the young- 
ters under their care, and specify 
good grade of these light weight, 
yng wearing, and “barefoot-free- 
om-without-barefoot-risk” shoes. 
ketail shoe merchants have found 
hat the sale of these canvas rubber 
dled shoes to campers help the sale 
f moccasins and slippers for camp- 
re sittings and evening indoor re- 
xation after daytime outdoor ac- 
vities. 




















HERE are big possibilities in the 

sale of more canvas rubber soled 
oes of good grade, if their good 
dints are attractively presented to 
he public. One of the very best 
ays to sell more of this footwear 
to give it the camp atmosphere. 


Displays are not difficult to arrange. 
The big department stores go into 
the camp equipment feature of their 
business quite elaborately—with a 
week or two devoted to advertising 
their shoes and clothing for this pur- 





ASK US ANOTHER 
Questions suggested by The Miller 
Rubber Co. 

These questions will be an- 
swered in these columns July 23 
by M. W. Conant, Editor of Mil- 

ler News Service 


1. What is the latest invention, 
of international interest, that 
has been applied to rolling 
rubber? 

2. What measure of control was 
made possible by the applica- 
tion of this invention to roll- 
ing rubber? 

3. What city is known as the 
“Rubber Capital” of the 
world? 

. How is rubber colored? 

. How does Babe Ruth owe his 
fame as a batter, to rubber? 
6. Can you escape the presence 

of rubber—in séme form or 
other ? Look about you, 
wherever you may be. 

7. Of what was the first base- 
ball made? What now? 

8. What country controls the 
larger per cent of crude rub- 
ber production? 

9. Can plants producing latex 

_ be grown in America? 

10. What is the primitive process 
of drying latex, employed by 
natives in countries where 
rubber is found? 


oe 














BOOT AND SHOE RECORDER 79 





Campers—15,000,000 of "Em— 


Need More Canvas Rubber Soled Shoes 


pose, with a section of the store de- 
voted to a miniature summer camp, 
the salespeople dressed as Indian 
guides, or as boy and girl scouts, 
with pine boughs, cooking utensils, 
fishing tackle, knives, and every bit 
of realism that space and money will 
permit. But there is an equal op- 
portunity for the small merchant in 
this direction. Sma!] canvas tents, 
pine boughs, real moss, stones, glass 
to represent water, small wood logs, 
and an electric light bulb placed in 
back of red paper to represent the 
camp fire, cost very little, yet are 
tremendously effective. As _ the 
camping season is now well “on,” a 
display of this kind in the store win- 
dow, and a larger display inside the 
store if there is room, will attract 
the attention of the consumer and 
sell more pairs. Gayly striped awn- 
ings help. 


F it is a question of decision be- 

tween an interior or a window dis- 
play, by all means choose the win- 
dow. Retail shoe merchants, both 
large and small, are each year show- 
ing that they appreciate the impor- 
tance of window appeal. For store 
windows are consulted as to “What 
do I want in Footwear?” not only 
by the many pedestrians who look 
in at your trims, but by the many 
tourists who daily drive through 
your town in their motor cars. And 
there are 19,520,000 passenger cars 
registered in the United States. 
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Here’s Proof That Robin Hood Shows 
Draw the Crowds 


Over 5000 Attendance at Herpolsheimer’s Opening 


Part of the crowd of 5000 children that 
came to see Douglas Fairbanks in “‘Robin 
Hood’ as guests of Herpolsheimer’s De- Herpolsheimer’s 
partment Store, Grand Rapids, Mich. Grand Rapids, Mich. 


OUGLAS FAIRBANKS in ‘Robin 

Hood'’—and it’s FREE! No wonder 

the kiddies flock to see this wonderful pic- 
ture. And they sure flock, we'll say! 





Merchants everywhere who have shown this 
film have made big increases in the sales of 
not only Robin Hood Shoes but men’s and 
women’s shoes as well. 


Central Shoe Company pays half the rental 
of this film, supplies the souvenirs and adver- 





tising that insure its success and offers it to 
any and all dealers that carry the wonderful 


Robin Hood line of children’s shoes. 


Another view of the crowd at the show. ; ; 
2500 children got into the theatre for the Write right today 


first show and another 2500 stood in line ° 
waiting for the second show for your bookings 


GENTRAL SHOE Go. 


Manufacturers St. Louis, U. S. A. 
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CONRAD “EASY GOING” 
SHOES 
IN STOCK 


Style No. 100 


Custom last << y 
Price $5.50 “Sete em  STYLE()PEDIC 


TRADE MARK 


“EASY GOING” 


STOCK No. 100. Custom Last, Medium 
Tan Lace Oxford...... $5.50 


Widths stocked AA to E 


Full run of sizes, including size 13. 


STOCK No. 101 (Same in Black Gun 
Metal ) RON D doo $5.50 


Oat eat 


STOCK No. 103. Boylston Last, Black 
Kid Blucher Oxford . $5.50 


Widths stocked A to E. 


Full run of sizes. 


STOCK No. 102 (Same in Tan Kid) $5.75 
ere 


STOCK No. 104. Boylston Last, Medium 
Tan Lace Oxford $5.50 
Widths stocked A to E. 
High Shoes will Full run of sizes. New Styles con- 


ked in Fall. matly obfed. 
oF aE ee ee STOCK No. 105 (Same in Black Gun — 


Metal) 


CONRAD SHOE CO. 


SELL LOLOL LOLOL LOLOL Le LeLeLecceeecceceieiecieieieci cic ieee cee eee eee ieee ir i 
Be Ba Ba al Ba Bad Ba Baa Bm Bead Bea Bl Bee Baal Bem Be Bel Be Be Bee Bend Bea Bae Bed Deed Beet Be Bee Bee Bem Baek Bae Ded Bee Ve Bad Bae Baek Baad Baad Bad Baad Baad Fad Bad ad Dad DD 





| BROCKTON _ MASSACHUSETTS : 


I rn wn 0 mn 9 0 mn me nn rn mn me nn nn me me nn nn en ne ee nn em mn gn on on nn on 
Wah Base Bae Based Deak heed Ged Bec Deed Bek Bemed Deck Be Bed Beek Bad Beek Fd Bed Fk Fed Cad Bed Bad Bed Bek Bed Bed Bek Bed Fd Bed Beek Bead Bed Bed Bead Bed md Ded Bed Deed Dowd Pend Vemd Dead Pond 
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WHERE TO BUY 
Men’s Shoes 












Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 

























Richards & Brennan Co., Randolph, Mass. 











proncende a 
BOgrseuea > 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
is 
( 5 . 11 Seuth Street 
Besten 
(Sor BROCKTON 
CO-OPERATIVE 
Shoe *si" 
COMPANY 
F 


P. 
FOR MEN Brockton, Mass. 























Carried Stock 
















































HENRY LILLY CO. 
11@ Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 


E 
M. A. PACKARD CO., Makers 
BROCKTON 







































NETTLETON 
Shoes of Worth 











A. E. NETTLETON CO. 
H. W. COOK, President 
N. ¥., U. S. A. 

MEN'S FINE SHOES EXCLUSIVELY 
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Fall Buying 
Somewhat Slow 
In Starting 


Plainer Shoes Don’t Mean 


Quicker Deliveries, Say 
Manufacturers 
HAVERHILL—Seasonal footwear is 


well out of local factories and manu- 
facturers are giving attention to lining 
up their organizations for the Fall 
season. The between season also is 
being used to advantage in making col- 
lections, which are reported to be better 
than in a long period. Sampling of the 
new season’s footwear continues, but 
with the passing of the style show pe- 
riod manufacturers are expected to get 
down to business, feature a few 
definite patterns, and to bid for volume. 

Numerous buyers from wholesale and 
jobbing houses have been in the market 
and have even made factory visitation 
during the past few weeks, but only a 
limited amount of buying has been 
done. Retail buying opens even more 
slowly, with only immediate needs be- 
ing met. The return of the plain shoe 
is apparently causing the retail mer- 
chant to believe that deliveries can be 
made on short notice. This attitude is 
being discouraged by the manufactur- 
ers who seek to avoid a late opening 
and the consequent short season. Job- 
bers, on the other hand, watching the 
market fluctuations, are watching for 
opportunities to buy at old prices, or 
ee further advances are made. 

Blacks are running high in present 
cutting in the local plants. Patent 
leather is the big leader, with some 
suede and ooze. Kid is being cut in the 
darker shades of brown with stroller 
tan in first choice. Fancy oxfords show 
up stronger as the summer advances. 
Cut out oxfords, up to seven eyelets, 
are to be seen in most factories. Straps 
are as popular as ever because of their 
fitting qualities. The broad strap has 
not yet become generally popularized, 
the narrow and medium width holding 
favor. 





Rooker Quits Shoe Trade 


BrockTtoN—Charles A. Rooker, in- 
dustrial engineer for the past 10 years 
for the Geo. E. Keith Co., has concluded 
his duties there to become vice-president 
in charge of the business in manufac- 
turing and supply houses of the Harri- 
son Engineering and Construction Co. 
of Rochester, N. Y. Mr. Rooker served 
for several years as head of the cost de- 
partment of the Regal Shoe Co. and 
later was with the International Har- 
vester Co. before coming here. 

















C. W. Strobeck, Inc., Has 
Fortieth Anniversary 


NEw YorK—The firm of Charles W. 
Stropeck, Inc., the oldest shoe manu- 
facturing concern in Brooklyn. still 
operating on its original site, is cele- 
brating its fortieth anniversary this 
year. The exact date of the concern’s 
fortieth birthday was June 26. 

The firm was founded by Charles W. 
Strobeck in 1887 and in 1912 it was in- 
corporated with Mr. Strobeck as presi- 
dent, Charles W. Strobeck, Jr., as vice- 
president, S. Strobeck as secretary and 
L. Strobeck as a director. For the last 
20 years the concern has occupied a 
factory 100 by 200 feet in extent and 
has made women’s high grade turns 
and welts. Since its inception the con- 
cern has operated continuously 52 
weeks each year without a break. C. 
W. Strobeck, Sr., is at the factory daily 
from 7.30 a. m. until 6 p. m. 





Kozak to Re-enter Trade 


NEw YorK—Joseph J. Kozak, for- 
merly of the firm of Kozak & McLough- 
lin, Long Island City, has formed the 
firm of J. J. Kozak & Sons, Inc., and 
will begin the manufacture of women’s 
bench made turns at 133 West Twenty- 
second Street, this city, some time later 
in the year. Associated with Mr. Ko- 
zak in the new enterprise are his son, 
Elmer G. Kozak, his brother, Frank 
Kozak, and Alexander Konta. A num- 
ber of the old employees of Kozak & 
McLoughlin have been engaged by the 
new firm. Mr. Kozak is now on a 
three months’ tour of Europe. 





Shoe Sales in New York 
Fall Below Last Year 


NEw YorK—Some measure of the 
extent to which the shoe trade here 
suffered in May may be gained from 
figures just released by the Federal 
Reserve Bank of New Qork. Through- 
out the Second Reserve District in 
May, total sales of department. stores 
making*returns to the bank fell behind 
last year to the extent of 3.9 per cent. 
Shoe department sales dropped 5.1 per 
cent, but were less affected than sales 
of other apparel. 

In chain stores total sales were 17 
per cent less than in May, 1927, des- 
pite an increase of 8.7 per cent in the 
number of stores reporting. On an in- 
dividual store comparison, shoe sales 
dropped 23.6 per cent, the greatest de- 
cline made by any of the seven types 
of chain stores reporting to the bank. 

Wholesale sales of shoes declined 
23.4 per cent in May, compared with 
April, and were 8.2 per cent less than 
in May, 1926 
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Haverhill Firms at Show 


HAVERHILL—At the New England 
Shoe and Leather Exposition at the 
Hotel Statler, Boston, July 5, 6, and 7, 
the local industry was represented by 
the Bradley-Goodrich Co., Inc., the 
Rickard Shoe Co., the Wright-Gorevitz 
& McNamara Co., the Duane Shoe Co., 
the Knipe Bros., Inc., the Crispin Shoe 
Co., and the Dalrymple-Dudley Co. 
Other local firms were located with 
sample rooms at the Copley-Plaza and 
Westminster hotels. Among these were, 
the Harding Shoe Co., the Felstiner 
Shoe Co., the Farber Shoe Co., the 
Tessier & Bowdoin Co., the Modern 
Shoe Co., and several others. 


R. W. Lee Runner-Up 
in Ohio Golf Meet 


CoLuMBus, OHIO (UTPS) — After 
fighting his way to the semi-finals in 
the Ohio Amateur Championship Golf 
Tourament, held at Dayton recently, 
Raleigh W. Lee, salesmaneger of the 
G. Edwin Smith Shoe Co. of Columbus, 
was defeated by Douglass Hill of Cin- 
cinnati at the eighteenth hole of their 
match. Mr. Lee is noted as a high-class 
amateur player and has held the Co- 
lumbus city championship on several 
occasions. He forced his opponent to 
extend himself in every match that he 
played. Mr. Lee is also manager of the 
Nisley Shoe Co. chain of retail stores 
in 32 cities in the East and Middle 
West. 


“Lucky”? Lindbergh Coin 


East WEYMOUTH, Mass.—Edwin 
Clapp & Son, Inc., have recently struck 
off a “Lucky” Lindbergh coin, which 
they have sent to their customers and 
friends as a memento of Lindy’s world- 
famous achics >ment. The coin contains 
the likeness ci Lindbergh, the time of 
flight—M.y 20-May 21—and the in- 
scription—“First Non-Stop Flight— 
New York to Paris—Charles A. Lind- 
bergh.” On the obverse is the stamp 
“Lucky Lindbergh Coin, The Spirit of 
St. Louis,” and a miniature stamp of 
the plane itself. The card accompany- 
iv ¢ this coin also served as an invitation 
© visit the Edwin Clapp sample room 
at the Boston Shoe and Leather Fair, 
and the envelope gave further data in 
regard to Lindy’s flight. 


Fall Runs Beginning 


BrocKToN—Practically all the shoe 
factories at this center were idle during 
the holiday period, taking advantage of 
the week-end and Fourth to continue 
through the remainder of the week on 
inventory. Quite a few of the concerns, 
however, are taking fortnights for 
stock-taking. Most of the larger fac- 
tories are now closing their slates and 
some have begun on new runs. A total 
of 24 Brockton and district concerns 
have signed to have a part in the shoe 
style exhibit, and a fine array of new 
lines has been prepared for exhibit. 
This number is about the same as par- 
ticipated last year. In general, condi- 
tions are better and many manufactur- 
ers feel optimistic. 








Fall Buying Under Way 
in Milwaukee Market 


MITLWAUKEE—The shoe industry in 


Milwaukee is enjoying a healthy busi- 


ness and production is normal com- 
pared with other years, as evidenced 
by reports from shoe manufacturers 
this period. Buying has started for 
early fall and although the trade is not 
overestimating their needs, the volume 
is holding up well. Salesmen are on 
their territories with early fall sam- 
ples which some of the manufacturers 
have put out, and they report that the 
new styles are meeting with good favor 
from the trade. Brown will be the pre- 
vailing color pattern for the fall if the 
trade continues in the next few weeks 
to take the brown shades as they have 
so far, while blacks will be good also. 

Theodore F. Vogel, president of the 
Rich Shoe Co., said that the production 
at that plant is normal and most of the 
business is being done on fall footwear. 
The Rich company is now making up 
some brown shades but is devoting its 
output for fall so far, in the main, to 
black patents, satins and _ suedes. 
Straps, pumps and oxfords are looked 
upon as being the leading style movers 
for fall, the straps coming for the most 
part in the single button, both narrow 
and wide. 

J. C. Johnson, sales manager for 
Nunn, Bush & Weldon Shoe Co., stated 
that business is very good now, with 
most of the buying being done for early 
fall, and calling for deliveries in 
August and September. Mr. Johnson 
described the season, however, as being 
about thirty days behind schedule. This 
is due to the unfavorable weather. He 
is inclined to be optimistic about the 
fall and anticipates a good volume 
from the trade. Blacks and darker 
brown shades are to be the principal 
movers in the men’s lines. There are 
not many calls for high shoes for men, 
Mr. Johnson said, most of the orders 
calling for low shoes again this year. 
Conservative models are being made by 
the Nunn, Bush & Weldcn Co. 

The work shoe business continues to 
hold up well with the rest of the shoe 
industry here, according to W. G. Han- 
son, vice-president and general man- 
ager of the Albert H. Weinbrenner Co., 
manufacturers of work shoes. Mr. 
Hanson said that business is good and 
even a little better than a year ago 
He reported that the general business 
situation looked good also. 


Golden Rule Dividends 


LYNN—Daly’s Golden Rule Factory 
paid semi-annual dividends to 400 
stockholders, ail workers in the factory, 
on July 1. It was the sixth dividend on 
preferred and the fourth on common 
stock. Payments were at the rat of 
seven per cent on preferred and $5 a 
share on common stock. 


New Firm Starting 


LYNN—Frank A. Case, who was with 
J. L. Walker Co. and Harry Cohen, of 
Portsmouth, N. H., have formed the 
Radcliffe Shoe Co. The firm is start- 
ing to make McKays at 59 Oxford 
Street, Lynn. 


WHERE TO BUY 
Men’s Shoes 





STO CHKDEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








Cezioplloe 


50 STYLES IN STOCK 
Ready fer Delivery on the Det 


BMERSON SHOE M 
Rockland, Mass. - 














deans F- REYNOLDS Come 


BROCKTON, MASS. 


WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


Counters of this board help 
the shoe to hold its shape. 
Pulp Product Department 
West VirginiaPulp& Paper Company 
roit New York Chicago 























Strong and Flexible 
e Counter Board 


Made from 
Long Fiber 
ols by 

The Sterling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 
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WHERE TO BUY 


Heel Protectors 


i ll el eel 





A PROFIT mane 
te retail at 








WHERE TO BUY 
Men’s & Women’s 
Slippers 










fore ! 4 


a __) ni 
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Novelty SlipperCo. 


Makers of 
Beudoir Slippers of the 
Better Kind 


121-181 West 19th Street 
New York City 

















PARISTYLE FOOTWEAR MFG. SO., INC. 
41-458 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 13286 B'way 
HGH) GRADE TURN MULES and D’ORSAYS 
jatims, Kids, Brocades and Fancy Patterns. 


Ree A 


Men's All Leather House’ Slippers 













— Operas 
@elden Brown Kid 
Turned—8 
Tren Rubber 








Bompics 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 

















Merchandising Fundamentals 
By Ernest A. Burrill 


Retail Contact Man, Geo. E. Keith Co. 





out its own. 


—Ed. Note.) 








The chart above is a condensation of 4374 pairs of women’s 
sizes as they sold in a New York State store last year, reduced 
as near as possible to ratio of a 40 pair schedule. 


It is unsafe to tie to any exact size run. 


The best plan is for each store to make a six months composite 
of “sizes sold,” and to compare it with “sizes on hand.” 


It is one of the most helpful analyses any store can make. 
(The ninth of a series of ten merchandising sermons in tabloid form. 











Each store must work 











Merchants Buying Wide 








Variety of Leathers 


Early Orders Indicate That None 
Want too Many Patterns 


LYNN—Styles are swift. Last min- 


| ute interpretations of fashions were 


| turned into the factories July 1. 


Sam- 
ples illustrating the new ideas were 
shown in Boston July 5. That’s how 
quick styles are produced. 

Prices, the foremost topic, will be 


| fought out to a decision in this market. 














A producer of top grade McKays has 
bettered his product, increased his 
prices, and has booked orders in plenty. 
A maker of fine turns has also graded 
up, priced up and won. Similar in- 
stances might be cited. 

It is on the medium and low price 
lines that price increases come hardest. 
The cheapest lines of soles have doubled 
in price. The best grades of soles have 
not advanced so much. Hides have gone 
up so fast and so high that some tan- 
ners have sold off their stocks for a 
auick profit, instead of turning them 
into leather. This is the common story 
in the North Shore leather district. 

Refinement is the key to new styles. 
Some orders of early July specify lasts, 
patterns and leathers as usual, and 
then dig down to such small details as 
the size of the needle, the quality of the 
thread, and even the style of the iron 
for finishing edges of foreparts and 
heels. Little details count for much in 
fine footwear. Trifling details, which 
formerly were overlooked, now get at- 
tention. 

Early orders indicate that buyers 
have returned to the practice of picking 
a few good patterns, and playing them 
over a variety of leathers. In ma- 
terials, patents, suedes, satins, grains 
and reptiles all are in good standing. 
Blacks are running better than 50 per 
cent. In browns, the middle register of 
tan tones leads. 









Fancy leather present snakes, espe- 
cially water snakes, new grains on alli- 
gators, some of fair size and some 
small, lizards, pin seals, chevrons, 
meshes, and snow flakes, isinglass, and 
“fairy traceries” of lines most delicate 
and graceful; these are in deep blacks, 
luster blacks, browns, and natural 
tones, and, also, in some new mottled 


colors. Platinum patent is new and ex- 
pensive. 
In lasts, the movement continues 


toward the 14/8 Cuban heels for ordin 
ary dress shoes, and 16/8 and 18/8 
heels for formal dress wear. In pat- 
terns, grilled oxfords are new. The 
fronts are of delicate grill work. Th« 
style of the cut outs in the fronts seems 
of more importance than the number of 
eyelets. 

Some straps swing on a graceful 
curve across the instep toward the back 
of the quarter, and fasten with a smart 
bow or a brilliant button. Quite wide 
straps are held by large buckles of 
chased metal, in silver, gold, bronze or 
copper, not polished too much. Opera 
and regent pumps and step-ins are 
adorned with fascinating bows of 
buckles. Collars of gold and silver kid, 
jeweled heels and decorated straps are 
noted again. 


Open New York Office 


BROOKLYN, N. Y.—S. Waterbury & 
Son Company has opened a New York 
office in the Marbridge Building, Room 
438, with Roscoe E. Orr in charge. Mr. 
Orr will leave the city from time to 
time on short trips and in his absence 
the office will be attended by Alfred 
W. Payne, president of the company. 


To Make Wood Heels 


WHEELERSBURG, OHIO (UTPS)—The 
Wheelersburg Wood-Ware Co. has been 
incorporated with a capital of $30,000 
to manufacture wood heels, among 
other wood novelties and specialties. 
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year? Answer on page 48. 


Ala.? Answer on page 53. 
Answer on page 55. 


tion? Answer on page 65. 





Remember What You Read? 


1—How much money was spent on good roads in this country last 

2—What trend of fashion in men’s garments brought about a de- 
mand for broad toed shoes? Answer on page 50. 

3—Who is the manager of the Florsheim Store in Birmingham, 

4—Where is the retail firm of Wetherhold & Metzger located? 

5—Who is the President of the National Shoe Travelers’ Associa- 


6—How many motor camps accommodated how many campers in 
the year 1926? Answer on page 79. 








Shoe Council May 
Extend Its Activities 


CuHIcaGo—The recently formed Na- 
tional Shoe Wholesalers Council held a 
two-day meeting at the Standard Club 
here last week and discussed a number 
of important trade problems, among 
them the returned merchandise evil. 
There also was some discussion on the 
possibility of establishing concerted 
action on credit claims in liquidations. 
About 25 members were present, and 
Sidney J. Eisman, of the Charles Meis 
Shoe Company, Cincinnati, chairman 
of the council, presided. 

Plans to expand the association into 
a group that will represent the whole 
country were discussed and referred 
to a committee. Further discussion on 
this point was held in Boston this week 
during the Shoe and Leather Fair. 

The council was formed recently at 
a meeting in Cincinnati, with 18 whole- 
salers as members. This membership 
has been augmented to about 30 at 
present, according to George V. Weiss 
of the Axman, Weiss Shoe Company of 
Chicago. In case a national group is 
formed, headquarters probably will be 
established in Chicago. 


Leather Developments 
at Leipzig Fall Fair 


Interna- 
tional Trade Fair fall dates have been 
set for Aug. 28 to Sept. 3, this year. 
The spring fair was held in February. 


LEIPZIG, GERMANY — The 


Efforts are being made to _ interest 
American buyers and to increase the 
number of American exhibitors. More 
than 400 leather firms exhibited at the 
spring fair. 

It was obvious that a special effort 
had been made in Germany recently to 
develop new and improved machinery 
for leather manufacturing, which will 
make mass production possible on a 
more economic scale than ever before. 
The export trade with the United 
States which was halted by the war is 
being resumed, and the future is de- 
clared to be very bright. 

The exhibits of the “lackleder” or 
patent leather at the fair attracted 
special attention. Patent leather of a 





high grade has been made for a long 
period in Worms. A special study has 
been made of the possibilities of calf 
skin. The finished products are for the 
most part in black and browns, al- 
though other colors are in evidence. A 
great variety of fine shoes made of the 
newest German lackleder were exhib- 
ited at the fair. The exportations of 
patent leather to the United States at 
present are large. 

One of the features of the exhibits 
were the goods made of horse skin, 
which have reached a surprising de- 
velopment. The texture of the skin of 
the horse, it has been found, is well 
suited for imitating several finer grades 
of leather. The imitation of glazed kid 
is especially successful. The finished 
products are far cheaper than the fine 
grades of leather and are claimed to 
be equally durable. They are being 
used in large quantities in Germany 
for making ladies’ and children’s shoes. 


ONTIUUUUTUUAUTUUUT AL U LA 


Seam Presser Invented 
by Merchant 


“Jack” Dautch of the Walk-In Boot 
Shop, Buffalo, is the inventor of the 
seam presser shown here. In case an 
uneven seam apt to irritate the foot is 
discovered in most any part of the shoe, 
it can be pressed with this device, mak- 
ing unnecessary the practice of ham- 
mering the leather. It can also be used 
for counter flexing. 


WHERE TO BUY 


Women’s Novelties 





Your Chance for ~~. “ome 
Price only $3.25 er 

“Aere”’ cent (nets 2.00). at ol 
imum order 12 pairs, maximum 
36 pairs. 
Order now 
exact sizes. 


SAMUEL COHEN SHOE CO. 
72-82 Lincoln St. 


while you can get 











Latest Styles at 
Popular Prices 


Alw in Stock. ~ 
STL~NEW YORK 











WHERE TO BUY 
Ballet Slippers 


OA 6 er ee, Or 





HAND TURNED, BLACK KID 
BALLET SLIPPERS 


ps ad 


“Rota & ROSENBERG ‘SHOR co. 
N. Srd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ $1.20 pr. 
Ohilds’ pr. 
BLOG SHOE OO., ING. 
147 Duane St., 
New Yerk, N. Y¥. 








LYONS AND COMPANY 
Hand Tarn BALLETS 
Wo’s. Miss’. Chad's. 
$1.45 $1.40 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 








N*=:.... B 


Seft 7, Child’s $1.18; 


ag MW Dewy New 


Everything In Silippers 














BALLET SLIPPERS—IN STOCK 
d 


Women’s 2% te 8— 1.45 
Alse Hard Toes 
SCHWARTZ & HERDER, Inc. 
jalists in 


ts t Manufacture 
241 No. 11th Street - Philadelphia, Pa. 
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WHERE TO BUY 
Children’s Shoes 


SPOTEES 


for the distributing trade only 


A. N. WOLF SHOE COMPANY 
Denver, Pa. 











a6 ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 











WHERE TO BUY 


Shoe Ornaments 





ZER BROTAE 
Newest Importations . 
Cut Steel and Rhinestone 


SHOE ORN. 
Studded Heels ~ 
W32ndSt.New 


\WHERE TO BUY 


Miscellaneous 





STUDY CHIROPODY 
,000 to $15,000 a Year 
Surgical Ch le 
Study 














Phillips-Baker Rubber 
Co., New Name for Bourn 


PROVIDENCE, R. I.—The name of the 
Bourn Rubber Manufacturing Co., 58 
Warren Street, has been changed to 
Phillips-Baker Rubber Co. This con- 
cern manufactures a general line of 
high grade waterproof and canvas 
footwear. 

In August, 1925, the plant and busi- 
ness of the old Bourn Rubber Co., which 
was established in 1840, was purchased 
by the present organization, at which 
time the name Bourn Rubber Manu- 
facturing Co. was adopted. Accord- 
ing to a statement by the president, 
the adoption of the new name at this 
time does not involve any change in 
policy or organization, but has been 





Profitable Merchandising 


[CONTINUED FROM PAGE 53] 


posted on the particular whims of 
the moment, so are giving the col- 
lege men the shoes that they want 
when they want them. 

“During the track meets a prize 
of a pair of our shoes covering one 
event, is always offered. One of 
our store windows always features 
the annual football battle between 
Howard and the Southern college. 
Because of our close relationship to 
both these institutions we are able 
to get a picture of this window to- 
gether with a story in both college 
papers without charge. 

“We spend real money on our 
windows for which we get real re- 
sults. A good 20 minutes is spent 
on each pair of shoes by treeing 
them on a Miller treeing machine 
before they are deemed presentable 
for the window display. After this 
grooming the shoes stay on forms 
for 12 hours. Background and dis- 
tinctive trims are changed often 
enough to give the everyday passer- 
by something attractive to look at. 
A trim is not allowed to go stale, 
nor is a public event allowed to go 
unnoticed. December can be turned 
into a profitable month through the 
right kind of window trims. 

“While we have only one grade 
we are practically forced to keep 
two stocks, one for the young men 


and one for the more conservative 
customers. A well-balanced stock 
is essential. To be sure of keeping 
that balance I have a record of the 
six types of shoes and base my 
buying on the percentage that is 
selling. This is the sales record 
for the last period: 


Classification According to Toes 


Pairs Per 


High shoes— Sold Cent 


Conservative 
toes 

Square toes 

Broad toes 


and custom 


Low shoes— 


Conservative and custom 
toes 


Square toes 2,764 
Brogues and broad toes. . 2,475 


6,555 100 


“It shows how hard we are hit- 
ting the young men as 80 per cent 
of our oxfords sales are made to 
them. This should not be construed 
to mean that we are neglecting the 
conservative trade, for some 40 per 
cent of the boots and 20 per cent 
of the oxfords are sold to them. 
We are catering to all classes of 
men so we must know in what pro- 
portion they buy in order to have 
a balanced line. 











for the purpose of more definitely 
crystallizing in the minds of the trade 
and industry the policies on which the 
company has been operating since the 
reorganization in 1925. 

The Board of Directors includes 
Byron S. Watson, Eugene A. Kingman, 
Philip H. Collins, Randolph G. Pack, 
V. B. Phillips, C. H. Baker and S. W. 
Bourn. 

The officers of the company are: 
President and treasurer, V. B. Phillips; 
vice-president, Charles H. Baker; as- 
sistant treasurer, E. A. Leisch; secre- 
tary, S. W. Bourn; factory manager, 
E. J. Dempsey; manager Eastern sales, 
H. F. Lincoln; purchasing agent, A. J. 
Davis; auditor, H. Norgaard. 


Charles D. Dudley Dies 


HAVERHILL—Charles Dana Dudley, 
for many years a member of the firm 
of D. T. Dudley & Co., this city, manu- 
facturers of slipper trimmings, died 
June 23 at the home of his son, Philip 
D. Dudley, Wakefield. Mr. Dudley was 
for many years a resident of this city. 
Upon his retirement from business sev- 
eral years ago he moved to Washing- 
ton, D. C., where he took up a residence. 
The D. T. Dudley Co., makers of slip- 

er trimmings, was one of the best 
owe firms in the shoe trade a quarter 


century ago. 





Bringardner Shoe Co. 
Organized in Ohio 


LoGAN, OHIO (UTPS)—The Brin- 
gardner Shoe Co. of Logan has been 
organized under Ohio laws to take over 
the business formerly operated by the 
McGovern-Bringardner Shoe Co., which 
has been producing women’s footwear 
at its plant in this city. M. P. Brin- 
gardner, who is general manager and 
treasurer of the company, has been as- 
sociated with the McGovern Shoe Co., 
and later with the McGovern-Brin- 
gardner Shoe Co. since the plant was 
opened in Logan about six years ago. 
He is well known in shoe circles as he 
was formerly a traveling salesman for 
the Riley Shoe Manufacturing Co. of 
Columbus, being in Northwestern ter- 
ritory. 

Under the reorganization G. A. 
Brawley is sales manager. He was in 
charge of sales promotion work with 
the Riley Shoe Manufacturing Co. for 
more than 10 years and he also handled 
the company’s advertising. Charles 
O’Donnell is stylist and factory super- 
intendent, while J. D. Vogel is secre- 
tary. C. C. Bowen is president of the 
new corporation. 
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In Stock 


It's a comfortable feeling—to 


know that you may fulfill the most 





exacting requirements of your 
trade with this new Black Kid In 
Stock Kingfisher Welt. Made in 


sizes 3 to 9 on a combination EEE 





WELT SHOES 





last. Has long grain leather right 
and left counters and Crawford 


Steel Shank. 


Kingfisher Welts are the product 
of A. Fisher & Son, Inc., makers 
of comfort footwear for women 


for nearly a quarter of a century. 


a RTS EI Los a ae 


oo wl 


Ready for Immediate Shipment 
Price $3.00 less 5% 30 days 





an 


RSE 
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TAR 3. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will ‘be put over to the following week’s issue. 














POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 

LINES WANTED as vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 

ALL ‘oe —“—_ $1.25 vertisement and paid for accordingly. 

ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
















































SALESMEN WANTED SALESMEN WANTED 





SALESMEN WANTED 




















ILLINOIS and INDIANA Manufacturers of popular pric 








giving full particulars in first letter. also give references. 








Address C-911, care Boot and Sh 








ROCHESTER, NEW YORK York. 











NEW YORK—OHIO—PENNSYLVANIA SALESMAN WANTED 


boudoir slipper line selling to chain 


A real side line opportunity in the above territories. Carpenters and department stores have open- 

‘6 99 ° e ing in several states. Line can be 
Self Starters” and quality soft soles that sell on sight, and are sure carried in connection with other 

{ ; : : : 4 lines selling to the volume users. 
repeaters. Pay your hotel bills, tires and gasoline expenses with this i: Se dees Obi be how 
line, and put your main line earnings in your pocket. Write to-day carrying, amount of your annual 
sales, and exact territory you cover, 


CARPENTER SHOE COMPANY Recorder, 239 W. 39th St., New 


ed 





oe 





























Wanted Salesmen with established trade 








WANTED SALESMEN 
with established trade to sell fast’ mov- 
ing line of women’s novelty McKays 
priced at $3.35 to $4.50, in Arkansas, 
Kentucky-Tennessee, Louisiana and Penn- 
sylvania. Money making proposition for 
the right men. Address C-918, care 
Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 


TWO SALESMEN 
WANTED 


} a THE FOLLOWING TERRITORIBS: 
ENVE WEST TO 











of proven ability. 
SPECIAL SHOE COMPANY, 
1332 Washington Ave., St. Louis, Mo. 







represent us in Mississippi, Arkansas, 
Alabama, Kentucky-Tennessee, and Ohio. We 
have the largest and fastest selling line of 
women’s novelty shoes in the country, selling 
at one price of only $2.85. Liberal com- 
missions and wonderful proposition to men 





tw 



























OIR FOOTWEA 0 
WITH EXPERIBNCE AND _ HIGHEST 





















































































































































REFERENCES NEED APPLY. WANTED: ae to carry - highly 
STONE SHOE CO., INC. styled line of women’s Turn comfort shoes 
71 Fifth Avenue, New "York City in States of Indiana, Illinois, Michigan, Minne- POSITION WANTED 
sota, Missouri, lowa, Wisconsin and New 
a poo eg te vaniqa Sy POSITION WANTED—Wanted to make si 
‘ ing list of customers in above States. is is : * : 
SALESMEN + a ~ by, memetneeer s stocking an excellent a oe 7 a man wie, Sa ag ng | ye ae 
oy De N to anv — T ri high a strong side line. or wire ties. Full of “pep Furnish best of refer- 
an ~~. ore. re oe Fang . ina SHRIGLEY, MERRILL ‘PORTER &. “COM: ences. Would like to make a change about 
ye bagi ae Hack line PANY, Lynn, Massachusetts. July 30th. Been manager and buyer present — 
complete in itself and representing one of the position 6 years. Address C-903, care Boot = 
largest lines of children’s shoes in the country. ALESMEN wanted to represent women’s and Shoe Recorder, 207 South St., Boston, FOR 
We prepay all delivery charges and have won- “in stock” novelty house—largest concern Mass. w 
derful proposition to both dealers and sales- of its kind in the United States. Only live = Reaso 
men. erritories available, New York City, wires with experience need to apply. Appli-a- TTENTION manufacturers. Are you inter- Write 
upper New York State, Connecticut, Eastern tions confidential. R. J. HERCHENROEDFR, ested in opening an exclusive shoe store in Troy, 
it Western a aro Delaware, Mary- sales moneger, 1224 Washington -Ave., St. SP die ot ont . bl os _ a 
lan ashington, D. C., Virginia, est Vir- ouis, oO. 5 st OR 
nia, North and South Carolinas. J. Newton = 17 years buyer and manager for two of the F , 
: largest retail organizations in Wisconsin. Best pri 
si Shoe Co., 117-119 S. Paca St., Baltimore, ANTED—Salesmen_ for Rocky _ Mountain of pron Ronee if desired. Address all corres- State. 
States, North and South Dakota, Minnesota, ondence to CHAS. E, COLLAR, 704-49 St., ar Ya 
§ ALESMEN WANTED: Real producers in Lf ante one Som. . - an In — ae Mityaukee, Wisconsin. a 
aie Oo ve, Six an seven ollar men’ Ss ress shoes J | 
a pote Ragas: York," Rentucky, on straight 6% ner nog basis. coupes ange 
: to receive consideration must give references on, » 
sre manafacarers of Soe af a. of and go into details. Confidential. No objection FOR SALE 
shoes, dress oxfords and shoes—a real to non-conflicting line. Our men have been 
QUALITY” tine—BIG commissions paid to the  "0tified of this ad. Write C-914, care of Boot OR SALE—Established shoe store in thrivin 
ht man — established territory — only live soe Shoe Recorder, 207 South St., Boston, Pnorthern Ilinois town of 40,000. een 
pin anf need appl Address care Boot ’ le lease, reasonable rent, invoice ,000.00. 
and Shoe Recorder, 189 W. Madison St., Chi- Address C-913, care Boot and Shoe Recorder, OL 
cago, Ill. SALESMAN: Colling o, deportment store, 207 South St., Boston, Mass. . Trea 
HOE salesman to carry well-advertised, side ‘ine ~ de fhm rr 5 pth Rng Oa = ole in manstosnsing cootien of 
popular priced line of soft and hard toe buckles. State territory. Address C-917, care . pwd T - aes uilding suite Seri —=_ 
ballets and turn boudoir slippers in leather Boot and Shoe Recorder, 239 W. 39th St., L joe _ fact INC interested _ write JO , 
and satins. ee — oo pore New York. L. CUSHING, 116 Fletcher St., Lowell, Mass 
sition: very rofitable sideline. Pn, FE. — 
McNAMARA, PHlaverhill, Mass. OR SALE—A well established business in 
M5 need wanted for Oklahoma and Ar- F a good location, salable merchandise of SPACE 
RESIDENT salesmen wanted for Detroit and kansas to carry as a side line of ladies’ men’s, women’s and children’s shoes, men’s ME} 
vicinity, Pittsburgh and vicinity, on a novelties, Middle-Western makes, popular prices. furnishings and work clothes. Will sell at a Store, |} 
oo basis. In stock women’s novelty Give references. Address C-919. care of The sacrifice owing to ill health. Must have quick shoes « 
the better grades) MERCHANTS Boot and Shoe Recorder, 1627 Locust St., St. action. Address THE HUB, 1825 Pine Av-., Address 
SHOE bo" 57-59 Clason St., Boston, Mass. Louis, Mo. Niagara Falls, N. Y. ma, 
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BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 








If You Are Thinking of Going 


Into Business for Yourself 


Manufacturing and chain store organization established 
over seventy years, desires to back a man who can success- 
fully manage a retail store and whose shoe experience and 
training qualify him to deal exclusively with the better 
class of trade for men and women. This is a plan of retail- 
ing that gives you all the advantages of chain store organiza- 
tion with individual management. A tested plan of coopera- 
tion assures permanent success. As this is an unusual oppor- 
tunity, references given and required. A capital investment 
of approximately $5000 is desirable. 





Address C-915, care Boot and Shoe Recorder 
207 South St., Boston, Mass. 











onl 

















FOR RENT acne . imine WANTED TO PURCHASE 


RESULTS 


STORE FOR RENT ee CASH PAID 


WEISMAN SALES SYSTEM 
F . tire shoe stoc surpl stocks 
Finest pon yg A y -_ 806 Broadway Camden, N. J. - a one er BM, inv —- Ky 
sions 19 ft. by 84 ft. Prompt attention given. 


M. H. FRIENDLY KIRSCH-BLACHER CO., Ine. 


ELMIRA, N. Y. 
LINE WANTED Snerent Phone Spring Tass” 















































WANTED —— priced line of men’s or 

OR RENT—Shoe Department space in fine s gy . “9 for territory hf. pas a 
women’s department store at Troy, N. Y. tates, line priced so as to appeal to volume HIGHEST CASH P P. 

Reasonable rental, permanent window display. and retail buyers. Address C512, care Boot for entire shoe stocks. ge ag — 

Write MUHLFELDER CO., 20 Third Street, and Shoe Recorder, 207 South St., Boston, surplus or slow sellers. Quantities no. obec 

Troy, N. Y Mass. Retail or wholesale. Short term 

LLINOIS salesman wants line of men’s fk. My op. phone, ts. Corres 


OR RENT—Shoe department in outer leather house-slippers. Trade established and 
price cash department store in New York references A-No. 1. Address Room 411, MAX GLAUBERG 
State. Now doing splendid business; can be Y. M. C. A, Peoria, Illinois. 436 Grand Street, New York City 


increased to $100,000.00 per year. Permanent We also purchase clothing, hats, Surette 
window display; best reasons for _ selling. gut, etc. ” Dry Dock 


$10,000.00 cash required. Address C-902, care WANTED TO PURCHASE 


Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. WANTED consignment en shoes from reliable 
manufacturer men’s and women’s shoes, 


to retail at popular prices. Cancellations, close- Sell Us Your Left Over 


TO LET outs and seconds in women’s snappy patterns. 
Will make weekly settlements. Splendid loca- 

> . a tion, lease, population 300,000, _ reliable firm. New Yorx Export Purcnasine Coar 

O LET—Factory space, 12,000 feet, in el- ress C-916, care Boot an oe Recorder, 

sea. Brick building, sprinklers and heat, 207 South St., Boston, Mass. 596 Broadway, N. Y. City 


good light. Call Chelsea 0133. Or Entire Stock for Cash 
Do You Know? 


FOR LEASE 
That you can buy or sell it through 
gf Rg gy 4 ta Sy the “Where to Buy” columns. This 
. in Iv 
store, live college — of 20,000. Women’s feature in its quick service is a time 


’ 


shoes only medium and better grades. ; 
Address WIESELLEHMAN: Tosloose aie. saver in meeting immediate needs. 


ma 
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MERCHANT NEEDS MERCHANT NEEDS 





MERCHANT NEEDS 





















The Fixtures They All Like 


WINDOW DISPLAY FIXTURES 


hye ily Al 


"mam SALES ARE MADE ON THE ls 


Write on Your Letterhead 


The Oscar Onken Co. , cincinnati, O. 


No. 611 W. 4th Street 
























































| rns COMPLETE SHOE SET 


Mest = $ Eanirt Wal. 
a over Pg o faz, ict 
, nga 


F.0.B, Pittsburgh, Pa. 


Send for catalogue. 





This colonial 
ornament with 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 
Supply Houses. 


Superior Shoe Ornament Co. 
394 Ralph Ave., Brooklyn, N. Y. 


This Outfit Consists of the 
Following 


(All shoe tops adjustable) 





2 Round pedestals 18”...... $1.75 $3.50 

1 Round pedestal 30”.......- 2.25 2.25 

2 Oval slabs 9x18........-- 1.50 3.00 

1 Oval slab 12x26........... 2.00 2.00 

4 Double top shoe 24”. 1.50 6.00 ESTABLISHED = 890 
4 Double top shoe stands 18”. 1.50 6.00 

3 Double top 2”. 1.50 4.50 

1 Hoel reste ...seeeeeeecece 25) = 1.75 

Complete 24 pleces.......... $29.00 and 


SHOE CARTONS 


Additional Shoe Stands 
All sizes 12”-18"-24"—$1.50 cach. 








Pe, hh EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
Cohen & Nathan Company 
1108 Fifth Avenue FRANK PIELER CO. 
Pittsburgh Pennsylvania 263-271 LEXINGTON AVE , BRODKLYN. WX 


AMERICA’S GREATEST 





SHOE CARTON & LABEL MFCS 

















HANT NEED 
—— — GLASS EYES 














ADVERTISING NOVELTIES 
and SPECIALTIES 


LINE. WE HAVE IT. WE 
WILL MAKE 



















Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Stre2t 
ST. LOUIS, MO. 


oe 101 YEARS OF MANUFACTURING EXPERIENCE ~~ 
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‘THE big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 
above, will deliver satisfactory 
service over a period of many 
years. Investigate our free 
seating service. 


[ Hey Hey ‘cod -Yf Ake ihefiet ld | 


Setamons. among ey Boston, Mass.; a 
N. Y.; Chicago, Ill.; ; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St.Louis,Mo.: Port-, 
» Oregon; San Francisco, Calif. 





























| | WINDOW 
DISPLAY Fl a 


I SEGALLE SONS: 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG, 
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GOLO WINS AGAIN 
Tone Up Your Window 


With a Strong Line 


of —Tune In On Prosperity 
Imported French Mules 





Once more, GOLO introduces a new 
array of novelties that will build 
profits for you. 


Beautifully hand-turned mules and 
D’orsays in lavishly rich brocades 
and fine French kid leathers, three of 
which are shown below. 


aS 


Fine, hand-turned French Kid Mule, in American 
Beauty, Copen and Jade. A real gem in footwear 
from our Parisian factory. 
































Same as above in D’orsay pattern. 


The California “Three-Way” Table. An 
excellent fixture for the display of Shoes 
and Hosiery. Made of genuine American 
walnut—plain, or with dashes of color or 
gold striping, 16”—26”—36”". $45.00 


Whatever Goodwin does, he does well. Wit- 
ness the new Goodwin-built and Goodwin- 
fixtured shoe stores — Regal — Coward — 
Walk-Over— Stetson—and hundreds of 
A x tional Paris ffering. E isite brocad 72 ~ . 

as only the Peendh omm make it, in Ammerisen Beauty, others. , Ample evidence of the rightness of 
Old Rose, Copen and Jade, with a fluffy ostrich Goodwin design and workmanship 
pom-pom of corresponding color. Space prevents “ 


showing the entire line. To appreciate this line it 


must be seen in its entirety. Fixture Price List on request. 


SURPRISINGLY PRICED 


GOLO SLIPPER CO. | nih ieteanans 


129 Duane St., New York on oe 
Chicago Branch Office: 1634 Republic Bldg. OSCE nen 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe REconpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


Boston STAGES HER SHOW........ New England Shoe and Leather 
43 


Fair 
Opinions of the Editor ........ 
Young Men’s Shoes... ....025+: 50 


ed 








THE VOICE OF THE RECORDER....... 


FREEDOM OF THE TOE FOR MEN..... 
The Balloon Effect Resists All 
Efforts to Displace It. 


THE SURPRISE SHOE OF THE SUM- 
rae ahs « gts <tiae< anlew-awe 


BREAKING INTO THE NEWS......... 
York, Pa., Shoe Retailers Find It 
Easy to Land on Front Page. 

PROFITABLE MERCHANDISING ...... 
How a Birmingham Man Gets a 
Steady Increase in Men’s Shoes. 

O. P. I. (OTHER PEOPLE’s IDEAS)... 
A Flock of Brilliant, Interesting 
and Profitable Method Nuggets. 

Wuat Is SELLING AT RETAIL...... 
A Countrywide Survey. 


WHo’s WHO ON THE ROAD......... 
News of the Travelers. 


Se 51 
CD ee 52 


A Recorder Feature .......... 53 


By Harry BR. Terhune.......... 54 


By Recorder Staff ...........- 56 
By Helen M. Haney .........-. 65 


Among the Retailers .......... 69 
What Manufacturers Are Doing 82 


SHOE MERCHANTS NEWS .......... 
SHOE MARKET NEWS ............. 
OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 

WILLIAM M. LEBRECHT GEORGE W. R. HILL 





j Treasurer Vice-President 
f H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 


ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON Cuamas H. 
Owmzn A. THOMAS . NORTHRCP 








Hueco M. Bowzn 
P. M. FAHRENDORF 












SUBSCRIPTION RATES 
The subscription Boot anD SHOE Beccneas is $3.00 for one year in advance, which 


of the 
includes ta in the United States, its possessions, Canada, Mexico, Spain ana ita colonies 
Oeed booth America (excepting Venezuela and the Guianas, which is $6.00 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above . $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 
When wri about changes of address, please give us the old as well as > new address, 
mS please give us three weeks’ notice before the change is desired. 


| 

| 4 reques ae address must reach us at least thirty daye before the date of issue 
with romton tt ts to hose undelivered 
through fatlure 
| 
| 
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Next Week 
you will find 


in the 


Boot and Shoe 


Recorder 


HE middle of the market sea- 

son is the best testing period 
for what will be nationally saleable 
for fall. We are going to ask fifty 
retail shoe merchants, geographic- 
ally selected, to give us inside in- 
formation on what they have or- 
dered for fall. There never has 
been a season more favorable to 
wise style selection. 


E know a shoe merchant that 
says he has one of the great 
shoe stores of the world, and yet it 
is in a comparatively small town. 
It is great because he fits all feet 
and carries a long range of sizes 
from AAAA to EE, in sizes from 2 
to 12, for women; and from AAA to 
EEE, in sizes 6 to 14, for men. 
The merchant there says “you 
can wear a ten-cent hat on your 
head but you need good shoes on 
your feet,” and every merchant 
everywhere will want to know his 
philosophy. 
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IPACIK IFILATD ITA IEIE 
(Ventilated ) 


O merchant ever made an enemy by selling a cus- 
tomer a pair of shoe trees with the new shoes— 
but millions of friends have been made by this little 
touch of “‘extra service.” 
Incidentally—thousands of extra profits have been rung 
up the same way. 
Vacations are here. Are you stocked with plenty of 
“Pack Flat Trees’’—the light, easily packed and adjusted 


Tree for men and women? 


PROPER POSITION 


In ordering Pack Flat Trees, specify red | Snes on vans SLATE 


model, sizes and widths. Because of the 
adjustment feature half sizes are wg 
necessary, but will be made if desired. 


QO. A. MILLER 


TREEING MACHINE CO. 
BROCKTON, MASS. 

















